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Kiy PHOUGHT OF THE Busy WEEK 


()\V we can expect all sorts of muddied opinions The stock market turmoil has had no direct effect on 
N on what happened in the stock market. Weare the fundamentals of the shoe business. In making this 
almost at the point of saying, “Why talk about statement, we are not beating the drums of optimism, 
that?” The deed is done, let’s go to work to prevent the nor are we forgetting to blow on the pipes of pessimism. 
consequences of a mental condition being carried along Work is going on. People have money for shoes, and 
into trade. there is no disorder in the normal process of business. 
The stock market had no effect on human lives We look for steady employment and a dependable sup- 
as such; no effect on going businesses and their ply of all of the items of human life—food, shelter, heat, 
dividends as such; no effect on the alarm clock in light, clothing and footwear. 








the morning, the job in the store and factory and The American people may have an appetite for money 
the million and one things that go into human life. profits, but they also have the common sense to forget 
in It is true it gave a shock to the financial system, about the paper profits they might have had—and go back 


for every exchange the country over felt the to work and make money in the regular way. 
squeeze. It was turmoil as has not been experienced Naturally it is the biggest news item of the month 
since the middle of the war. It has wiped out thou- and should have a proper place in our pages. Our only 
sands of little investors and bumped badly many hope is that shoe men will have less stomach for specu- 
large ones. Fundamentally, the country is safe. lation from now on. 
Its business will continue and will have much more Confidence swings back with a bang. Many a little 
common sense within it, we hope, than heretofore. operator has lost his extra pile. But in his own com- 
We are the last people, as publishers, to muddy our mon sense he knows that it has not affected the progress 
columns with conflicting opinions of amateurs (and who of the country. A new sanity on stock and a new com- 
isn't?) at this game of interpreting what effect the stock mon sense on business are evident. If you have shoes, 
market has on the immediate shoe business. keep ’em and sell ’em—don’t get shelf-conscious when 
Who knows and what about it? The shoe business the shoe-wearing world is needing winter shoes right 
is going to be as good as the application and effort, now. 
brains and capital of its people. It is entitled to as many 
pairs, properly sold, as in any other similar period of BHD ZB 4 
time—Christmas ahead, clearances and a new spring—no . 
Editor 


less business and perhaps a little more shoe business. 


PARIS SAYS 


“YES 
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AMERICA SAYP! 


,i1E much disputed and 
finally accepted skirt 
length is of the greatest 
importance to the shoe merchant 
Daytime clothing 
for shopping and town is rough 
and tweedy in appearance. The 
skirt with pleats and wrap around 
styling naturally is a thicker and 
more clumsy type skirt than has 
been worn for many seasons. 

The belted coat line, the use of hip fullness and the 
cape with fur detail, all adds weight to the silhouette. 
Hence the skirt line must lengthen regardless of choice. 
When fashion decrees a longer skirt fashion must accept 
at least the accent of a longer line. 


and designer. 


HAT is the accepted skirt length for town and 

suit ensembles? From three to four inches below 

the knee, according to the leg proportions of the wearer. 

To be correct, the skirt should be at the first curve of 

the calf of the leg, which should be proportioned to 
each individual. 

The shoe which may be worn with the town ensemble 

is usually of a sturdy type, featuring pumps of welt 


INNA 





weight, broad one straps, Prince of Wales oxiorls ant 


oxfords or street types. 


Calf of brown, tan, beige or ox blood colorit:s, per 


forated and pinked edges and punch hole effects, als 
tips and quarter detail are the important note: 
spring town: shoe. Suede calf in combination 
portant. 

Because the new glazed calfskins are coming 


NA 
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Vhat the New Silhouette and Skert 
Length Trend Vill Demand of Shoes 


By 


\ | A $9 
y y ER TH \ [2S Madame Hamilton Jeffries 
Fashion Editor 
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NPS \ 
soit and pliable and because the finish remains set should be free from cross lines which mar the effect. 
through months of rough wear, there should be an Here is the opportunity for the high style kid shoes 
enthusiasm for light weight calf for street wear. with bandings in two and three toned luster, dark blue 

The daytime mode or early tea wear calls for a longer with dull and frosted bandings, or green with pipings in 
skirt with an uneven hem line. Long drapes, floating two tone, accented with beige. Tropical tan, with a 
box pleats and deep panel effects are in the picture. broad banding of white with perforated edges under- 
Dresses of crépe satin, crépe, fille moiré and frosted layed in gold, suggested for pumps. Tropical tan should 


iabrics lend themselves to smart drapings and odd sug- carry white bandings for distinctive style. 
gestions of pleats. This demands that the tea shoe [TURN TO PAGE 88, PLEASE] 
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TAKING THE SHOC 
AN UP-TO-e THEeMINUTE SAL 
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example of modernistic treatment which at the same time achieves the 
quiet, restful atmosphere necessary as a background for selling quality 
footwear. 

In this high type of a shoe salon, the character of the clientele must be Stores 
carefully studied so that the designer may realize the sort of atmosphere LUNES 
which is most appreciated. mist 

The restfulness of the Jay Thorpe department is so evident that customers 
can relax during the serious consideration and choice of their footwear. KEEP 
They are in a mood more amenable to the suggestions of the salesperson. — 

In a salon of this type the salesman should be of the highest grade. He 

must, first of all, be a gentleman, carefully dressed but not overdressed. He 
must have the expression of purposeful business in his face. The friendly 
manner, but not the familiar one, is most effective. And he must have a 
keen appreciation of his customer’s thinking and her peculiar inhibitions. 
The demanding woman who builds up resistance for herself and for the 
salesperson is very often difficult to deal with, and a knowledge of sales 
psychology is most helpful. Poise is also needed in order that this difficulty 
may be surmounted. Just as suggesting of merchandise to those who are 
undecided is necessary, so must the salesman make a study of the opposite 
type. In a word, the salesman must reflect the atmosphere of the shoe salon 
which today is so carefully planned and skillfully worked out to please the 
customer and satisfy her many moods. 


r j VHE Jay Thorpe, Inc., shoe department, in New York, is an excellent 
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KeOow YOUR MARK=-Usr 


How a Successful Pacifpas 
Actual Necessary Markl 


OR quite a few years, August J. Seiberlich, of . Maintained Mark-up. 
Pee Shoe Store, Oakland, Cal., has been work- 2. Expense divided into 
ing on a system that will guide him toward main- A. Selling. 
taining the necessary mark-up a store has to have in order B. Overhead. 
to exist. Experience has proved that there is a world of . Pairage turnover. 
difference between “mark-up” and “maintained mark- . Movement of the various different materials whic) 
up.” One is a theory, something to be hoped for. The enter into the style situation, figured on a »airag 
other is a grim actuality, something to be faced. basis. 
“Tt is said that the proprietors of shoe stores 
may be safely placed in two groups, those who 
boss their business and those whose business 
bosses them,” said Mr. Seiberlich. Continuing, 


he observed, “The more a man knows about his . : 

business, the more apt he is to be the boss.” : No.| Maintained Mark-u 
The following suggestions, based on Mr. NWT, i 

Seiberlich’s experience and methods of operation, 2.Expense divided lide 


given in the hope of awakening a merchant here B Overhead 
and there to the necessity of knowing more about 


"a vital po conducting a retail shoe store. 2. Pairage ablasle\ ae 
ertain basic figures, derived from daily records : ‘ 
ae on dace 4. Movement of the various differ 2. 


and computed monthly, are deemed necessary for 


pag i mgr ong es oe — materials Mallee enter into the styl ense, 
are listed in the order of their importance. situation, Figured on a pairage basis y or ’ 
5.Movement of the various differ sine 

types of shoes listed under the Followinghy > 


A. Dress hee/ pumps 
B. Box heel pumps arie 
C. Dress heel straps ql 
D. Box hee! straps ‘uall 
E. Dress heel oxfords nO 
F. Military heel oxFords OV 
G. Sport oxfords angi 
H.Corrective styles ‘ 
(Percentage of Selling on eac’ 4 
should be computed month; 
0 | 


6.Movement of pairage divide 
into each price class. 5 

7. Movement of pairage of sale ¢ 5 
shoes during the sale periog.Th: _ 
to be kept entirely separate from! 
movement of regular merchandise 


Boor AN 
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JIND INSURE A PROFIT 


cipoast «Merchant ‘Determines 
(y Analyzing Ltems of Expense 


5. Movement of the various different types of shoes G. Sport oxfords. 

listed under the following heads : H. Corrective styles. 
\. Dress heel pumps. (Percentage of selling on each should be com- 

3. Box heel pumps. puted monthly). 
’. Dress heel straps. 6. Movement of pairage divided into each price class. 
). Box heel straps. 7. Movement of pairage of sale shoes during the sale 

&. Dress heel oxfords. period. 
*, Military heel oxfords. This to be kept entirely separate from the move- 
ment of regular merchandise. 

7 As maintained mark-up heads this list, this 
-—_ sy article will deal exclusively with that important 
item. It will be the endeavor to show how all 
records, including mark-up, depreciation, turn- 


Selling. A abe. item of over, expense and net profit, are dependant upon 
pense, as the percent Figure ae 


A maintained mark-up is such only when it is 


nains F) eye) tia the Same at all an actual figure. By this is meant, the juggling 
0S 8% of original costs up or down and of profits shown 
we ° on costs that have been changed subsequent to the 
arrival of merchandise, will give a fictitious figure. 


2.Rent. pi movable item of ex- If it is reckoned that some of the merchandise 
D) ; ' on the shelves is worth less than the original in- 
nse, the percent Figure moving vestment and must be inventoried at a reduction, 


ip or down rc bS the volume of this figure must be kept in a separate account. It 
ysiness increases or decreases. 5% FORE SS Se CORNING 


3.Overhead. Comprising all 
aries paid other than those 


‘ually paid to the selling force. 
novable item of expense 


inging with the volume. 5% 
4.Freight and interest, 

ied items, plus incidentals 7% 
2. Advertising 3% 
6.Depreciation 5% 
AN aelale 5% 


58% 
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Getting More Shoes Sold Right, 


E. O. Ray 


Buying Power 


HE purchasing power of the country is a strong, 

healthy factor in the continuance of shoe busi- 
ness at about its present stride. It remains unim- 
paired in the face of speculative losses in stocks. A 
really helpful statement was issued by that sound 
economist, Dr. Julius Klein, assistant Secretary of 
Commerce. 

“The number of citizens whose buying ability has 
been affected by the decline in the value of specu- 
lative securities is not very large. Their purchases 
do not make up a very significant fraction of the 
demand for goods. 

“There is no reason why the twenty-five or more 
million families, representing over 95 per cent of our 
population, whose incomes remain undiminished, 
should cut down their purchases of commodities, 
and, therefore, very few industrials should see any 
appreciable reduction in the sale of their output.” 

It is well to study and restudy this digest of the 
address he made over the radio last week. 

No one single financial emergency in the past ten 
years has been weathered so safely as this psycholog- 
ical panic in Wall Street. The truth, as expressed 
by sober men, is that, though it has bitterly affected 


the profits—real and paper—of hundreds of thou- 
sands of little people, it has not affected the sound 
economic conditions of the country. 


ey hy 


The Burnt Fingers 


HE lesson of the flop in the stock marke: is 

pretty obvious to any business man, but whe' ier 
the public will remember to keep away from the ire 
that has burned it is another story. Already we see 
evidences of bait being held out to those who bh ive 
dollars in reserve and in savings banks. The s! ick 
market is such a big business in itself that it 
want to bring back a million customers; but : 
truth is that it is human nature to go to the | 
where money was lost for its return. 

Such news items as these indicate the possibil ti 
of burnt fingers ahead: “Buy, Buy, Buy for a R::e,’ 
new cry along Wall Street. “Phone Girl M. kes 
$125.00 in Market’s Bargain Day.” All fore 
publicity controlled by the stock market wil 
right back to work to show the public that it 
must grab at a penny instead of a dollar. 

The hysteria is over, but cupidity remains. 
had hoped that the lesson would release capita 
that it could be applied to the making and consu 
tion of goods. Let’s hope there is some com: 
sense left with those bankers and those busi 
men who don’t want a recurrence of this fina 
hysteria. . 

We had also hoped that the day of the dope-ie 
and tipster was about over, and that the work of 
the statistician and the economist would show 
the only stocks that are worth having are those 
show demonstrated earning power or dividend 
turns somewhere equal to present time money r: 

Let’s do all we can to keep the shoe-trade mii 
out of Wall Street. There is money to be n 
slowly but surely in shoe stores, factories and 111 
neries by the application of sound business pri 
ples and practices. 


tle, ain 


Feet on the Ground 


E are bound to hear and read many inte: 

tations of the stock market collapse. H 
one that packs a lot of good common sense. fF: 
H. Miller says: 

“It is now perfectly evident that the domin: 
of the former tremendous forces of the mo! 
small gamblers in stocks has been broken—not | 
resumed until a new gambling fund has beer 
cumulated by the old-fashioned method of daily 
We, therefore, can look for a resumption 0! 
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direction of the energies of this eager mob toward 
their bread and butter work. All the dollars that 
were working in actual industry are untouched and 
vill continue to work day and night as usual. In 
r industry are we not better off with a few more 
llion feet on the ground instead of on the clutch 
aid accelerator? People will pridefully keep up the 
earance of their footwear, even if they must do 
» at the expense of less conspicuous and more 
luxurious wearing apparel.” 


ie, Bh, iy 


Sox Plus 


© TUDY the habits of mankind. Note the tendency 
\’ of buying related articles vi wearing apparel. 

. men’s shoe store, after several years of prac- 
tic:lly no success in the sale of men’s socks, finally 
tri.d a new experiment. A short line of moderately 
priced neckties in colors to blend with the hose 
wa: placed on display in the men’s department. 
Ins:antly a pick-up was noted. 

‘ow we see a Christmas selling feature where 
the entire counter on the 


Export Minded 


F you look out the window of this great house of 

ours, the United States, you would see an in- 
creasing field in export. See these trading facts: 

The World Gained a Billion Dollars in Exports 
in 1928 * * * German Exports have Made the Big- 
gest Advance Since 1925 * * * United States Ex- 
ports Lead in Growth Since 1913 * * * Asia has 
Made the Largest Proportional Advance Since 
1913 * * * Europe is Now Within 96 per cent of its 
Aggregate 1913 Sales Abroad * * * Russia, Aus- 
tria and Hungary Lag Farthest Behind in World 
Trade Recovery * * * Export Prices Stable and 
World Exports 17 per cent Greater Than in 1913 
in Corresponding Values. The whole wide world 
needs shoes. 


4» tr ty 


Suburban Buying 


UBURBAN shoe stores, particularly the good 
live family ones, are in the best position they 
ever were. On Saturday 


upjer level is given over 
to socks—on the lower 
level a display of neckties 
in blending groups and 
two counter stands with 
neckties and price tickets. 
The amount of business 
on the first few days of 
November at this counter 
alone surprised the mer- 
chant. He believes that 
men are rebelling from the 
domination of the pur- 
chasing power by the 
female of the species. 
They are now buying their 
socks and shirts and other 
supplies for themselves. 

The most natural devel- 
opment, therefore, is suit- 
able accessories in shoe 
stores to catch the man in 
his best buying mood. 
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—Good News— 


“I have noticed the splendid im- 
provement you have made in the 
Boot and Shoe Recorder since com- 
bining it with The Shoe Retailer. 
Your paper is really the only educa- 
tional factor that has any influence 
on the life of men who are in the 
retail shoe business.” 

S. J. BROUWER, 
S. J. Brouwer Shoe Company, 
Milwaukee, Wis. 


* * * 


“I want to compliment you upon 
the amalgamation of the Boot and 
Shoe Recorder and The Shoe Retailer. 
The product is one mighty good shoe 
magazine. It suffices; it saves read- 
ing time and avoids much duplica- 
tion.” 

F. E. BALLOU, 
Ballou Shoe Company, 
Providence, R. I. 
* + 


Two outstanding merchants give us 
two real thoughts as to the purpose and 
function of the Boot and Shoe Recorder 
in “Getting More Shoes Sold Right.” 


President. 
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afternoons this Fall, the 
entire family piles into the 
old bus and goes out to 
buy. No place in the city 
to park, so they go to the 
suburbs. 

Do you remember the 
old saying about the path 
beaten to the door of the 
maker of the best mouse 
trap, “Although he be in 
the wilderness,” etc.? The 
growth of certain subur- 
ban and village stores 
seems to prove the case. 
Many women drive from 
the city to buy from 
the little shop out in the 
country. This seems to 
prove that proximity, loca- 
tion, and some other estab- 
lished rules are not in- 
variable. 








A JHOE JTORE 


How Joe Kohl, of Yakima, Wash., Finonel 


Money to 
CA werat shoe business that finances itself! 


That lends money to itself! That pays interest to itself, 
when any is due. 

Such a store is the Kohl Shoe Co., Yakima, Wash. 
Such has been its method of operation for the past four 
years. Ample time to prove its worth. 

The owner of the business is the inventor of his own 
system of finance. And, according to the characteristic 
Joe Kohl way of doing things, he is willing to have the 
whole world know how he operates. Those who know the 
president of the Pacific Northwest Shoe Retailers Asso- 
ciation at all, know that he has no business secrets. Per- 
haps that is why he is so successful. 

This important truth was learned from his father: 
“One thing a man in business should know—when and 
how to take money out of the business. The business 
that can’t stand regular withdrawals of money is a 
good business to close up.” 

For two years Brother Kohl worked to get a habit that 
would cause him to withdraw money from the business 
regularly and safely. It is known that it is better and 
easier to take out $20 each week than to take out $1,040 
at the end of the year. 

Eventually the idea to place all cash discounts in a 
special reserve fund was worked out. This is what has 
been going on for the past four years. Every cash dis- 
count is taken. The actual amount of the discount is 
placed in a separate savings bank account, which is 
carried in the name of the firm. 

For example, a bill of a thousand dollars’ worth of 
goods is being paid. This carries a 5 per cent ten-day 
discount. Two checks are drawn. One for $950 in 
favor of the creditor in payment of the bill and one for 
$50 in favor of the store. The latter check, which rep- 
resents the discount taken, is deposited in the previously 
mentioned savings account. 

“You can’t make money any faster than by taking 
all cash discounts,” quoth the keen-thinking Joe. “It 
beats playing the stock market for actual profit. Just 


Himself and Pays Hinnsel 


consider: 5 per cent thirty days equals 60 per c 
year. When the store needs a loan of, say, $5,000 { 
thirty or sixty days, we just borrow it from the saving: 
bank account. A regular, duly signed interest-bearing 
note is made out, which is held by the savings depart- 
ment. When the note is due, we receive a regular notic 
from the bank. These notes are considered as bin 

as though they were held by the bank itself. Regu 
interest is paid for the use of the money, too. 

“This is not taking money from one pocket and p 
ting it into another. That five-figure savings de; 
balance represents our ace in the hole. The money 
in actual cash. When a concern can finance itself, it may 
safely consider itself on the other side of the hill.” 

Two savings bank books completely filled with en- 
tries, and a third book started, tell their own eloquent 
story of how faithfully this habit has been followed. 


Some STORE 
FINANCES itself 

Lends itself Money 

Pays itself Money 

Puts Discounts in Bank 
-NaKeEs Money on Money 
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By Harry R. Terhune 


Field Editor 
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QUNS ITs 


lis Ozon Business, Lends 
mevest Plus Profit 


The resident of the bank that Kohl does 
business with is so sold on the financial 
soundness and the simplicity of this plan 
that Joseph is often called in to explain the 
operation to some shaky wouldbe bor- 
rowe! 

Wouldn't be surprised if, when President 
Hoover reads this, he will give that Kohl 
boy Andy Mellon’s job. 

In this connection, did you ever stop to 
analyze your business practices, your com- 
mon, every-day methods of operation from 
the standpoint of how your banker would 
regard them if he were as familiar with 
your business as you are, or how they would 
look to you if you were in the position of 
your banker? It might be helpful to you 
in many ways if you did. 
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F a business man ts too venturesome in 

taking risks, he loses; if he is not venture- 
some enough, he loses. Between these two 
dangers, he must contrive to find a safe 
middle course. He is like a baseball player 
who has reached first base. The closer he 
sticks to the base, the smaller risk he takes 
of being put out at first; but the smaller 
also are his chances of reaching second. On 
the other hand, the farther he plays off the 
base, the greater risk he takes of being 
caught at first; but if he is not caught, the 
greater are his chances of reaching second. 
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 MISDEMEANOR-=- 
— SHOES OUT oF SEASON 


Success of an Original Piece of Direct Mail 
eAdvertising by Harry Fontius of Denver 
Demonstrates Force of the Novel -Appeal 
























Sf/ 
N advertising, it’s the novel appeal with a / 
| Bee of originality that gets attention. 

Whether such copy actually sells merchan- 
dise or not is another question that depends 
upon various factors, such as the merchandise 
itself, the price, the firm that stands back of 
the offer, etc. But getting attention is at least 
half the battle, so a piece of direct mail or other 
advertising matter that does that has accom- 
plished one of the main objectives. 

Here’s a piece of direct mail sent out 
by the Fontius Shoe Company of Den- 
ver that has caused more favorable 
comment than any other letter they 
ever used. The “Summons to 
Appear in Court” idea was 

Harry E. Fontius originally picked up from a 
squib in Harry R. Terhune’s 
O. P. I. column in Boor AnD 
SHOE Recorper. Then it was enlarged upon to fit Fontius’ situation. 
: These letters went on Thursday, Oct. 3, and that afternoon the responses 
phil began to roll in. By telephone, in person and through the mail came miany replies. 
Not that there was any great rush to buy shoes, for men don’t buy fifteen-dollar shoes 
that way. But the expressions of good will that these letters brought forth would mak: 
any merchant’s heart rejoice. 

“I’m guilty; send over another pair.” “Good morning, Judge.” “It’s jail for me.” “| can't 
buy any till next month.” “Cleverest thing I ever saw.” Those are a few of the replies recived. 
Men don’t like to be outsmarted, and the answers were in the same spirit as the letter. 

Harry Fontius believes this letter got better than one hundred per cent attention, as it --cmed 
that every person who received one passed it around among his friends. Yes, direct mail ix cffec- 
tive if the idea behind it is sufficiently outstanding. 















S a purchaser opens a shoe package from the Geo. Innes Co., Wichita, Kan., the first thi: ~ that 









greets the eye is a small “Thank You” card. These cards are signed by the shoe fiver in 
advance, so that no time is lost at the wrapping desk. 

Always the very next day after a purchase has been made in the shoe department, a |: ‘er is “43 
written to the customer, thanking her for the sale. In this letter there also goes a small ca’ | that as 
has a complete record of the purchase. Hundreds of these cards come back from nearby a | far- a: 
away customers, when they are ordering shoes. In nearly every case a definite request i made 





= that the card be returned to the sender. 
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| that Here is the Denver Footwear Court folder used with so much success by Harry 
far- E. Fontius and with it the Sacramento Courtesy Warning Tag that suggested 
the idea. Mr. Fontius read about the Sacramento tag in Boot and Shoe 
Recorder. When you read the Recorder, keep your eye open and your mind 

alert for ideas you can use. 
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Episode 
XV 


By 
Harold 
Whitehead, 


Business 
Consultant 


“P’ve been along 
the same road,” 
writes James H. 
Marshall, of Salis- 
bury, N. C. “But 
I wouldn’t have 
encountered so 
many pitfalls 
if I had read, 
‘Billy Rogers’ 
first. I’ve never 
read anything 
that could even 
touch ‘Billy 
Rogers.’ ” 


Bitty ROGER 


=$Jrore MERCHAN 


Facing an Old Problem—Hovw t» 
Dispose of Dead Shoe Styles 
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began with emphasis. “I’m fed up with having 

old Parker ask me ‘how’s your stock today, 
silly,’ as though it were a sick hen with the pip; and 
Jethro Blunt high-hatting me with ‘getting your stock 
1, | suppose, Rogers.’” 


"N OW let’s tackle this old stock problem,” Billy 


dow! 


“\Vell, honey, they are both right, aren't they?” It 
!une who spoke. 
ure they are, but it doesn’t make me feel any 
to be continually reminded that if any ears were 
everybody could tell what I was just by looking 


June laughed; then “There, there, big boy, don’t get 
het «.» over it. Now let me read you what Uncle Harry 
in boston says. Of course, he begins by asking how 
old | am and all that; I’ll miss that part out and begin— 
ah, »ere it is—‘And now, June, with regard to your 


quesi'on on how to dispose of old shoe stock. That, 


WHAT HAs 
Gore BEFORE 


ILLY ROGERS wanted to own 
a shoe store. He had $17,000 
and some practical experience ac- 
quired as a salesman in Parker’s 
Shoe Shop. George Morland was 
willing to sell his store for $22,000. 
Too willing, in fact, as it appeared 
when Billy, acting on the advice of 
June Solent, consulted Jethro Blunt, 
president of Fretton National Bank, 
and the latter scanned the figures 
on Morland’s business. Billy de- 
cided not to buy Morland out and, 
after consulting his former boss, 
Parker, decided to launch his own 
business. He picked a promising 
location, acquired a stock and 
opened his store. Experience taught 
him that store management has its 
problems. Billy’s competitors made 
trouble by cutting prices, and to meet 
the situation the young merchant 
studied the possibilities of advertis- 
ing. He also found out what it 
Means to appease the wrath of the 
displeased customer and learned the 
importance of watching incidental 
_ @xpense. Then a new problem con- 
fronted Billy when a competitor 
_ threatened to bring suit against him. 
“Averting this difficulty, he soon 
‘found himself faced with others 
equally serious. He finds some of 
| the traveling salesmen most helpful 
| and accepts their advice on buying 
| problems. But the matter of collec- 
tions causes Billy and June a lot of 
worry. They decide to go on a cash 
basis and send out a collection let- 
ter to customers whose accounts are 
overdue. The letter produced un- 
expected results, angry protests and 
lost customers. 








ae 
ve 


Fie ER 


7) 
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my dear, depends on how badly you want to clean up. 
You must know that the public is getting very wise to 
values, and if shoes, especially women’s shoes, are the 
least bit antedated you’ve got to cut the price and cut 
deep for quick action. I know what I’m talking about, 
for I’ve been a woman’s shoe man all my life. Here, at 
the department store, I have to get my turnover, so old 
stock has to go, down goes the price. Of course we don’t 
get caught badly very often. I’d lose my head so quick 
I’d never know how it happened if I lost money for 
more than one season. They are a hard-boiled crowd 
here, yet I can sympathize with their viewpoint; their 
interests are so large they can’t afford to play with a man 
who can’t make good consistently, season after season. 

“But I’m not answering your question. If you want 
quick action make a real big cut; get the price to about 
25 per cent less than shoes of comparable value can be 
had anywhere else in town. That usually means selling 
for 10 per cent to 20 per cent below cost, for other peo- 
ple have lemons they want to work off and you must 
get below them if you want action! The average small 
shoe merchant tries to sell his old stock at too high a 
price, with the result that his mark-down sale doesn’t 
click ; see what I mean? 

“Of course I believe in taking your loss quickly and 
getting it over with; but whether it’s best for the small 
town dealer to do that I wouldn’t want to say———’ 

“And that’s that,” concluded June, folding up the 
letter. 

“Gosh, it’s a darned good thing I don’t work for that 
department store or I wouldn’t be working for them.” 


$6) UT honey, wasn’t there a man who offered to buy 
all your old stock?” 

“The answer to that is Ha! Ha! He offered to buy 
those wild looking one-strap misses’ dress pumps that 
cost me two fifteen, for fifty cents a pair! I'll admit I 
must have been crazy when I bought them, but they’re 
worth more than that. They’re marked at three thirty- 
five at present; suppose I cut them to—to two ninety- 
five—and give ‘Lilacs’ and the boys a 25c. P. M.?” 

“Isn’t that doing what Uncle said was a mistake, 
making a cut that’s not enough to make people buy 
them ?” 

“T know, but when your uncle marks down the price, 
the loss doesn’t come out of his pocket. Every dollar I 
mark down comes out of my hide.” 

“That’s unreasonable, big boy. Uncle gets a percent- 
age or something, so it hits his pocket, too. And if he 
makes a bad break, he’s out—through. You still have 
the store.” 

“Oh, well,” Billy was inclined to be a bit huffy, ‘‘this 
isn’t getting us anywhere. Gosh, I’ve got an idea on that 
old stock, that’s hotter than Uncle’s from Bean Town, 
believe me.” 

“Let’s hear what it is before you break your arm try- 
ing to pat yourself on the back.” 

“Right. Here’s my idea on those da——, yes, I'll say 

[TURN TO PAGE 86, PLEASE] 
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An English Merchant (lips Hundreds 
of Photos of Store Exteriors to Ursualize His Idea 


HH 
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M4 [ VHE store exterior of the Charles Ager Shoe 
Shop, Coventry, England, which is illustrated 
above, is literally a composite of hundreds of 

American shoe stores, modified to suit the requirements 

of this English store. Before deciding upon this type 

of entrance and store front, C. J. Hobson, proprietor of 
the store, made an exhaustive study of hundreds of 
illustrations of store exteriors which he had clipped from 

Boot AND SHOE REcoRDER with this express purpose in 

view. From one he gathered this idea, from another that 

detail, until the final result represented Mr. Hobson’s 
idea of a perfect store front for his particular business. 

Thus he put to practical, intelligent use the ideas 

brought to him each week through his reading of the 
Recorver. His utilization of it is the best kind of an 
illustration of how a business publication can be made 
to serve the practical needs of its readers. Many Ameri- 
can readers of the REcorpER can perhaps draw a lesson 
from the manner in which this merchant put his trade 
paper to work. 


Do American shoe stores carry a greater ra 
Do English shox 
Or are the nat 


widths than is really necessary ? 
stock decidedly too few widths? 


the demand and the dimensions of feet in the two 


tries so radically different that there is really 1 
for comparison? 


In an interesting letter to the Merchants Servi: 


partment of the Recorper, Mr. Hobson writes t 
though he carries a stock roughly equivalent to $ 
to $30,000 at cost, he does not find it necessary t: 
more than one width in 90 to 95 per cent of his 
From the standpoint of the average American | 
this is a situation that is well nigh incomprehensi! 
“There is, of course, not the «variety of feet 
country that one would find in America,” writ: 
Hobson. “But for all that there is no doubt that | 
width plan is very much overdone in this count 
sulting in a great proportion of shoes being fitted 
and there is a movement for greater ranges of 
although not the same extent as in the United : 
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ANN ELISE WELTS 


Slim, Trim and Tempting 
Arch-Supporting Shoes 
to Sell at $5—$6—$7—$8 


Here’s everything that consistent retailing success re- 
quires of welt shoes for the youth-minded women of the 


Great Open Market—$5—$6—$7—$8. 


FINE FITTING qualities that come from careful shoe- 
making with selected lasts and patterns. 


MATERIALS SUPERIOR to those found in any other 
welt line in the same retail price-range. 


SMART STYLES achieved by up-to-date patterns. 
Each new layout of Ann Elise samples is an assurance 
that Ann Elise dealers will always have smart arch-sup- 
porting styles that make tempting merchandise for mod- 
ern women. 
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W-1116—Black Kid, Center Buckle One- 

Strap, 14/8 Covered heel, Wellesley 

L-1432—Black Kid, Step-In Pump, 15/8 cas hana, Bh A, B. & 
«é 


Covered heel, I 
Auburn, AA, A, B, C $3.75 IN-STOCK A-1116—Same as W-1116 on Avenue 


last In stock St. Louis, AA, $3 B. 

L-2432—Same in Patent Leather. In St. Loui are 
. Louis—Aubu , 

stock Auburn, AA, A, B, C.....83.75 burn W-2216—Same as W-1116 in Patent 

A, B, 

83.75 

A-2060—Patent Leather, Center Buckle 

One-Strap with Applique, 14/8 Covered 

heel, Avenue last. In stock St. Louis 

iis is Ee Ws GSoeenctvcvese $3.75 


AULT-SHACKFORD 


SHOE COMPANY 


BOSTON, MASS. AUBURN, ME. ST. LOUIS, MO., 416 North 12th St. 
(Sales Office) (Factory and In-stock Dept.) (In-stock Dept.) 


se 
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AONE ak NE MOR TEAR NES EE BUN 


YOURS IS THE CHOICE! 
{1} 


You can buy a few shoes here and there from many makers, and 
risk your profits in close-outs of odd lines at the season’s end. 


w ww ww 


You can draw on the In-stock services of a half dozen companies 
but you'll get better service if you concentrate on one or two. 


ww w —_ 


You can feature your own name in shoes but experience is teach- 
ing that advertised names sell more quickly, with lower selling 
cost and faster turnover. 


w w ww 


You can experiment till you find a big idea and spend time and 
money putting it over. But it’s quicker and costs far less to 
swing along with a compelling national campaign working for 
you all the time. _ *» = 


You can dabble in style with a few of your own creations. But 
it is wiser to leave to competent stylists the things that are the 
stylists’ and so build a volume business with a broad line of 
numbers that are proven out before you buy them. 


w w w 


You can take a long profit on a few sales, but the way to make 
CUSTOMERS is to get a legitimate markup and to get your profit 


on your turnover. _ _ _ 





You can slash prices and qualities to meet chain competition. 
But you can’t match their resources. Therefore the wise mer 
chant is trading up with a strong line and building on a quality 
and repeat business that is hard to undermine. 


THOMAS G. PLANT CORPORATION 
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DECISION 
Shoe Merchant in 1930 


YOU MUST MAKE THE DECISION! 


{2} 


, and You can concentrate on a strong line like Queen Quality. 
end, - ~~ w 
And draw on the tremendous resources of a company big enough **One-third of the present 


to help you build a permanent business on a sound basis. Suamber of sulel) unesenent 
will not survive today’s keen 
w w w 


competition.” 


anies 

two, 
Big enough to effect savings through economic production and 
so to pass along exceptional values to you. 


w w w 


From a recent Survey 
each- 


me Big enough to employ styling genius and to gather fashion in- 


formation that no retailer alone could afford. And so to antici- 
pate every style trend, and localize its details for you. 

w w w 
Big enough to hire the best merchandising and advertising 
brains to help guide you through a constructive period.* 

w w w 
Queen Quality’s fine In-stock service enables you to keep your 
stock small and yet fully sized—and so to turn it more quickly 
and more often. w y ww 


You lower your selling cost and cut down sales resistance by 
featuring shoes which already have consumer acceptance. 


ww w w 
nake 


rofit (q ou cash in on Queen Quality’s national advertising which in your | 
town is YOUR ADVERTISING. It works for you automatically. 
w ww ad 
tion. @ By allying your own good name with a respected trademark you 
mer @ are sure of a sound markup. You are building a business that is 


ality @ on a permanent basis, a business strong enough to more than 
match your competition. 


NEBOSTON: IN-STOCK BOSTON - ATLANTA 
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reason 5 


Why SURPASS quality is the 


same today as years ago. 








The FIFTH Because in our main lines we 
of a series never experiment with any 
of five reasons other raw stock or processes 

explaining the h h which th 7 
commute than those on ich the orig- 
inal SURPASS standards are 


uniformity of 
Surpass quality. set. 


pabidediahi cards: Pea ermeet ane 











To do so would be to upset 
a nicely balanced system which 
we have found to give the ut- 
most assurance of quality 
sameness. 











We jeer rE ae 


SURPASS LEATHER CO. 


LININGS NORTH PHILADELPHIA, PA. 


TANNERS OF BiacK AND CoLorep Kip 





Biack KANGAROO 


Cotorep Kip Linincs 


both are 
SURDASS 


AND EQUALLY DEPENDABLE 





Boot AND SHOE RECORDER 
52 combining THE SHOB RETAILER, Nov. 9, 19 











IMPRESSIVE ENDORSEMENTS : 








BERGDORt 
GG@DDMAN 


FIFTH AVENUE AT FIFTY-EIGHTH STREET 
NEW YORK 


October 22, 1929 


Waldes Koh-I-Noor Inc. 
Long Island City, N. Y. 


Gentlemen: 


Referring to your inquiry of recent 
date, we are very happy to advise that 
we have been using your fastener on 
our slippers since this department 
opened, with the greatest of success. 
They have proven entirely satisfactory 
in appearance and practicability. 


Yours very truly, 


BERGDORF-GOODMAN 


H. R. Williams 





Another of the exclusive style- 
shoe retailers announces satis- 
faction and success with— 


Waldes’ 
Koh-i-noor 


Jewel Snap Buckles 




















PRESTIGE and 


Note absence of 
prongs which cause 
wear and Tear by 
other Types of 
buckles 


A-— The patented 
“Twin—Lock*A” 
that fits invisibly 
under the buckle 


Note absence of 
punched holes 
which weaken 
_ Straps on other types 


* of buckled shoes 


“The invisible ‘clutct 


of the Twin-Lock 
that holds straps 
secure from slipping 
while worn..... 


FAVORABLE COMMENT for RETAILERS— 


Shoe stores who appreciate the value of being the 
center of feminine conversation specify “Koh-i-noor 
Jewel Snap Buckles” for the shoes they buy—the 
fastening devices that are the most approved Sym- 
bols of Fashion. Comfort, beauty and simplicity are 
the features which arouse feminine enthusiasm— 
“they are so neat, and ‘snap-on!’ or ‘snap-off!’ in an 
instant!” 


Managers and salesmen favor these modern Jewel 
Snap Buckles, for not only do they bring in friends 
of the women who have selected them, but they en- 
able every shoe to fit without special alteration—no 
holes to be punched in perishable, thin straps. Ad- 
justment, when necessary, means merely the instant 
slipping of buckle to the desired position, where the 
saga patented “Twin-Lock” holds it securely in 
place. 


WRITE FOR DETAILED INFORMATION ON THESE MODERN PRESTIGE-BUILDING SNAP BUCKLES 





Made in all sizes 
for all width straps 
Plain 


Engraved 


Jewelled 
Made in all colors 











WALDES KOH-I-NOOR Inc., 


W orld’s Largest Snap Fastener Mfrs. 
LONG ISLAND CITY, N. Y. 





Patent Licensee: 
The RIKER COMPANY 
Newark, N. J. 
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PROTECTION 


Celastic Box Toes possess a sturdiness 
that gives adequate protection to the 
toes of the wearer and preserves the 
original toe style of the shoe through 
long, hard wear. . . Yet, there is no 
feeling of stiffness or discomfort, for 
Celastic possesses a flexibility that pre- 
vents pinching, as well as a durability 
that prevents sagging. Celastic —The 
Quality Box Toe, keeps the toe look- 
ing young even when the shoe 


has become old. 











United Shoe Machinery Corporation 


Boston, Massachusetts 





THE QUALITY 
BOX TOE 


U/C 
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WHY DO THEY ASK FOR ‘STANDARD’ SPATS? 








———_——— 











AS wo-thirds of SPAT STYLE ting as a spat can be. Style, 
Ge) lies in the way they _ fit, and long-wearing quality 

fit... The experience are the reasons men ask for 
and skill of over half a cent STANDARD SPATS...and 
ury of fine spat-tailoring make why you'll sell more spats 


STA N DA R D ' The STANDARD SPAT line includes a complete selection of t h is y ear if 
fine spats to retail profitably from $1.50 to $5. A stock depart- 


S ° A T S as ment is maintained for your convenience. Send for descriptive y OU fe a tu re 


price list and details of our national advertising campaign. 


perfect-fit- iT PAYS TO FEATURE STANDARD SPATS STANDARDS. 


Tailored by S. RAUH & CO., 650-6th AVENUE, NEW YORK 


Boor AND SHOE RECORDER 
combining THa SHOP RETAILER, Nov. 9, 1929 





>> Dyers 





Fifth Avenue, 
New York 








etter shoes 
ie better stores 


| Whether it is Fifth Avenue, New York; Chestnut Street, | 

— Tremont Street, Boston or State Street, Chi-” 

o; acarefulcheck- upof the better stores in Falland Winter, 
will show an outstanding percentage of shoes made with 


BARBOUR STORMWELT 


A novelty five years ago—a —_ today. Its yearly volume 
growing constantly. More and more men buy one or more 
pairs of these shoes every year. 


The appearance 1s pleasing to the average man. It isa style 
trim that removes the shoes from the ultra-conservative and 
yet is not unduly conspicuous or extreme. But beyond mere 
appearance shoes of this construction give added value— 
“The Weather Strip That's A Leather Strip” keeps out mois- 
ture and holds the shoes in shape. 


It’s mid-summer now, but in a few short months, shoes of this 

#4 type will be in demand. As you look over the samples now 

being shown you, be sure that your purchase includes several 
live numbers made with 


GENUINE BARBOUR STORMWELT 


(CONSTRUCTION PATENTED AND TRADEMARK REGISTERED) 


BARBOUR WELTING COMPANY 
BROCKTON, MASS. 
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B 52—Dunhill Last, made of 
JETTA BLACK CALF—A, B, 
OC and D widths 4.85 
BROWN SHOE CO. 
St. Louis, Mo. 


For the Masses as 
well as the Classes 


Ohio’s JETTA CALF is extensively used in America’s finest 


lines of shoes for the best of reasons. 

The rare fineness of its grain and pleasing tightness of break 
mark it unmistakably as a leather of quality. 

Its more pronounced mellowness assures the wearer of maxi- 
mum comfort from the start. 

Its surpassing depth of black and height of lustre further dis- 
tinguish JETTA CALF. 

And, anticipating the future on experience of the past, you 
know that old shoes of JETTA CALF will retain the shape and 
shine that they had when new. 





Specify JETTA when ordering black calf shoes for the masses 
as well as the classes. It fits any price range, as it is adapted 
to any kind of finish required. 


























Swatches will be sent on request. 
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Tue Oval eyelet is ideally suited for the 
sturdy appearing Scotch-grain winter- 
weight oxford . . . Diamond Brand 
Visible Fast Color Eyelets are used 
by manufacturers because of their 
appearance, convenience, and 
durability. They denote extra 
value and give the shoe an 
added touch of smartness 
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LIGHT 
WEIGHT 


REPTILIANS 





























TUFSTA DOUBLER 


Shoes made up from light-weight leather doubled with Tufsta 
Doubler do not show sweat stains after wear as the Tufsta Doub- 


ler, being porous, allows air to circulate around the foot with 


COE ee. nl 


every stride—cooler, drier feet are the result. 


Tufsta doubled shoes hold their shape better than shoes doubled 


with other material. 


Specify Tufsta Doubler to be used in the next lot of shoes that 


you order. 


Samples and information furnished on request. 











FEEL THE 
FINISHED 
SHOE 





























AMERICAN REPRESENTATIVES 


St. Louis, Mo. JULIUS GLASER & CO. 1113-1115 Locust St. 
Cincinnati, Ohio J. LEVY SONS 107 East Third St. 
Milwaukee, Wis. K. 0. SCHNEIDER 630 East Water St. 
Rochester, N. Y. ELMER W. DAY 24 Andrews 8t. 
Haverhill, Mass. BAILEY & BAYLEY 18 Granite St. 


Representative for Great Britain and Colonies except Canada 
LIVINGSTON & DOUGHTY, LTD. MILLSTONE LANE, 
LEICESTER, ENG. 
CENTRAL EUROPE REPRESENTATIVE 
ALBEKO, G. M. B. H., Frankfurt a/M, Germany, and Vienna, Austria 


RESPRO Inc. PRovipence, R. I. 
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Bring the 


SPAT sus: 


To Your Store 


It Gains the Profit 
—and the Prestige 


SPARTON 
SPOTPRUF 
SPATS 


Readily cleaned in a few minutes’ 
rubbing by a damp cloth—the 
nuisance of spoiled spats reduced 
to a minimum. This is possible 
only with our specially processed 


cloth. 


Felts-Kerseys and 
Imported Box Cloth 
Price $11 to $33 
per dozen. 


Sparton Spats 


Tans and Grays 
$18 per dozen 


For 19 years we have specialized 


in 


STYLEFUL SPATS 
cut from 
FELTS, KERSEYS AND 
IMPORTED BOX 
CLOTHS 


Spat 


Specialists 


for 
CHAS. F. CLARK, Inc. 
19 Yea rs 1403 W. Congress Street 
Chicago, III. 
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Crackerjack 
New 
Styles 
That'll 
Make 
GOOD 
PROFITS 
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— All Styles 
Style B-153—Pat. Blucher; 
Champagne Top; 1-5... $1.15 IN-STOCK 


It’s a Compo Smooth Step! 





SALESMEN: We employ “side line” men only. GOOD 
COMMISSIONS—prompt settlements. Excellent terri- 
tory open. Write in confidence and give your 
territory and ALL FACTS. 











Maize Shoe Co., Mfrs., Rochester, N. Y. 
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106 — Same 

swe, Kid IN S TOCK 

eitets a AA TOE 
ONE OF 25 


$8.00 to 
$8.50. 
MADE IN PHILADELPHIA 
CF. Heel and Strap, Combina- BY MASTER CRAFTSMEN 
tion A C Last—AA to D. 


C. S. GIBBON CO. 
50-54 No. 4th St. Phil., Pa. ee 


107 — Black Suede, Lizard 











The highest- priced room at New 
York's new Hotel Lincoln is $7 for a 
large room with twin beds, tub bath 
and shower. A room, with shower, 
for one $3. 1400 rooms and baths, 
$3 to $5 for one, $4 to $7 for two. 


Telephone 


Lackawanna 1400 NEW YORK’S NEW HOTEL 


LINCOLN 


Eighth Avenue, 44th, 45th Streets, Times Square 
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YES alert, hands sure and steady, mind 

cool as a cucumber... the expert 

paddler shoots the rapids at express- 
train speed ... guiding his frail craft past 
the white water, between the jagged rocks, 
around the sunken snags, to the safe, still 
water below. 


You face snags enough as a shoe retailer 
without going up against the danger of 
cut-rate footwear. Cut-rate footwear means 
cut-rate quality---and no merchant ever 
built a progressive, substantial business by 
offering rubber footwear that failed to deliver 
100% satisfaction to his customers. 


There’s safety in Converse extra quality... 
which for more than twenty years has been 
built into every arctic, rubber, boot and 
canvas shoe in the Big “*C”’ Line. 


You'll like this extra quality in Converse 
rubber footwear...and so will your cus- 


Converse Rubber Company 


Dept. BS 12 
MALDEN, MASSACHUSETTS 
NEW YORK 101 Duane Street 


CHICAGO . .. .3932 So. Lincoln Street 
MINNEAPOLIS .. 646 Stinson Blvd. 
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tomers. You'll like the way your customers 
come back for more... the easy sales... 
the good profits in the Big ‘*C”’ Line. 


While you’re thinking of it, write for your 
copy of the Converse catalog .. . and ask for 
a Converse salesman to give you a ring next 
time he’s in your neighborhood. 


ENSEMBLE 
An all rubber slide 
gaiter that is prov- 
ing a fast seller. 


OTIveTse 


BIG*f" ) LINE 
RUBBER FOOTWEAR 








; 
; 
id 
j 


SHOWMANSHIP 


AAA 


AST summer, 1 
L: was fortunate 
enough to 
have the time to take 
a little vacation and, 
with my family, 
motored to Canada. 
We were at a little re- 
sort north of Toronto 
at a very interesting 
hotel built on the 
Island Big Wind. At 
the same time that we 
were there, there was a convention of a United States 
insurance company, one of the most important ones. 
The members of this company who were there were those 
who had matriculated because they had sold over a cer- 
tain amount of insurance. So only the better agents 
were at the convention. 

Being of an inquisitive nature and interested in con- 
ventions in general, I “horned in on the party” and was 
very much impressed with the marvelous salesmanship 
that was being talked and discussed at this convention. 
The thought came to me that when I got back to my 
business, I would emphasize this superior salesmanship 
that they were teaching to their agents at this convention. 

To the average man, insurance—it’s blue sky, with 
terrific sales resistance—in case of death (a very nega- 
tive thought) such and such will happen. There they 
have the toughest sales resistance that I know of to 
overcome. Contrasting this with our business, we have 
something that can be seen, felt, compared and is abso- 
lutely necessary. A man can live a full life, be perfectly 
happy and respectable without insurance, but he cannot 
do that without shoes. They would love to have the 
advantage that we have, in having an actual, tangible 
piece of merchandise to sell. 

To us there are many other things that come into the 
picture. The locations of our stores, the type of our 
stores, the price of our merchandise, the type of our 
service, etc. The salesmanship that they have to 
emphasize so strongly is only part of the picture (which 
to us is almost all of the picture.) So that the inspira- 
tion that I got from this convention of insurance men 
was that I was going to emphasize for the time being 
“salesmanship.” Not particularly the high pressure type 
but the right kind of salesmanship. I think this is a 


~— & 


Why a New Brand of Salesman- 
ship Is Needed to ‘Dramatize 
the -Men’s End of the Game 


By George Geuting 


62 


AAA 


In SHOES 


good example ani | 
therefore give it tc 
you. 

Now in order to 
have this 
salesmanship, an! | 
speak now 
from the men’s stand- 
point, you must de- 
velop a different type 
of salesmanship i1) the 
men’s game than you 
do in any other branch 
May I also demonstrate this by 


kind of 


entirely 


aie 


of our shoe business. 
an example? 

The other day a customer of ours and a friend of 
mine was leaving the store and I said to him: “\Vere 
you well taken care of?” I could tell by the inflection 
of his voice that he was not entirely pleased. So we 
sat down and chatted and out of this chat I gleaned that 
he had bought a very beautiful pair of light weight 
Kangaroo shoes. He was very much pleased with ‘hem 
during the summer. But the weather had been rainy a 
few days before, and he said that they leaked. So then 
we talked over this type of shoe and the type of 
shoe he needs for the kind of weather to come and for 
rainy weather in general, the result being that he not 
only kept the pair that he was complaining about but 
bought two other pairs. 


HEN this man was leaving the store and before I 

talked with him, he made up his mind that he would 
not come back. To him, after all, we were just a shoe 
store, and he had bought shoes for years at other places, 
shoes that did not leak. I am not telling you this 
prove our salesmanship but I want you to think 
woman making a complaint under the same conditii 
In no uncertain terms and without any equivocation \ 
would know exactly what was in her mind. Toa w 
shopping is a business, to a man a thing apart. 

To a man shopping is a bore. He would rather play 
golf, or do a lot of other things, than buy things for 
himself personally, and particularly shoes. The average 
man would rather take a licking than buy a pair of s/oes 
for that means breaking them in. This is our 
resistance. We must develop a separate kind of sales- 
manship—a certain kind of subtlety and cleverness that 


sales 


Boor AND SHOE RECORDER 
combining THE SHOE RETAILER, Nov. 9. 1929 





is er 
ness. 
way 
he i: 
wan 
colo! 
part 
resul 
in tl 
this 
tom 
Y 
sales 
dran 
pros 
have 
of ¢: 
utilit 
tome 
weal 


T 


All « 
Grai 
creat 
leath 
cons 
med: 
been 
durii 
fall : 
whet 
this 


type 

the 
you 
inch 
. by 


1 of 
ere 
tion 

we 
that 
ight 
hem 
ly a 
‘hen 

of 

for 


is entirely different from other departments in our busi- 
ness. Unfortunately for the men’s business, in a general 
way when a salesman appears a bit above the average 
he is usually transferred to the women’s department or 
wants to go there himself. Apparently there is more 
color, more romance, more volume in the women’s de- 
partment—certainly more life, in the average store. The 
result is that the men’s department does not get the best 
in the average organization. We must also overcome 
this in order to put our game over in the right way and 
to merchandise our shoes as they should be merchandised. 

You must also help your advertising man and your 
salesmen in the merchandising of your men’s shoes by 
dramatizing men’s shoes, by lifting them out of the 
prosaic, commonplace atmosphere in which men’s shoes 
have been sold and are being sold in the great majority 
of cases. In other words, take them out of the absolute 
utilitarian classes. The picture that the average cus- 
tomer has is of just an upper and a sole that he has to 
wear for protection. 


7 ) exemplify this again, I give you for what it is 
worth what we are using right now in our business. 
All our grain leathers, of all types, have the name Bra- 
Grain and we have dramatized this leather and thereby 
created a certain amount of inquisitiveness about this 
leather. Many of these shoes are built with a special 
construction—a flexible construction, so that they are im- 
mediately flexible, even though they are heavy. Having 
been successful in selling a great many light weight shoes 
during the summer months, we are now coming into the 
fall months and I know the average man’s feet just ache 
when he sees the shoes that he has to wear. So we call 
this series of shoes, made of this so-called Bra-Grain 


With the holiday 
season and its many 
social activities just 
ahead, the time is 
opportune for more 
sales pressure on 
shoes for formal 
occasions. Good 
advertising and at- 
tractive windows 
will sell more pairs. 


Boor AND SHOE RECORDER 
combining THE SHOor RETAILER, Nov. 9, 1929 


Other heavy 


leather—the I‘lex-Dri-Foot, Registered. 
leathers of boarded type and smooth, we call “Luggage 
Calf” and have dramatized this leather. 
this is to an advertising man and to your clerks. It 
may not be worth anything to you but it has been suc- 


Note what help 


cessful with us. 

Now in closing, let me emphasize the necessity of 
having a masculine atmosphere and a separate organiza- 
tion built so sell your men’s shoes. Dramatize your 
men’s shoes and lift them out of their drabness and 
prosaicness. The time is here for a ready acceptance 
of ideas of this kind in selling. 


ESTERDAY I walked up and down here in New 
York on the Avenue, spending several hours doing 
this and I never was so impressed with the proportion of 
very well dressed men. The care of detail was most out- 
standing and apparent—the ensemble idea was obviously 
carried out—hats, suitings, haberdashery, shoes, spats, 
gloves—even to the walking stick in many instances. 
There is a great deal of discussion about blue shoes 
and colors of all kinds. I would like to see it come to 
pass. I will do anything I can to further it. But 
whatever we do in the way of colors it must be masculine. 
Style must emanate from the public and must not 
emanate from the leather man, factory or retailer. The 
retailer who can interpret the mode in the best, com- 
posite form will be the most successful, but it must come 
in the first instance from the public. 
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In Stock $10.50 to $30.00 
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GOOD WILL 


is the disposition of a satisfied customer 
Perfect Fit to return to the store where he has pur- 
Rolled Leather Bindings er chased merchandise that has proven sat- 

, . $ isfactory. Warner Spats will build good 

F pig Be B 4 : will for you because they satisfy—they fit. 

our Ho orn Buttons ' 

Superior Workmanship | 
BOXED IN SINGLE PAIRS ' A THE W. W. WARNER MFG. Co. . 
217 E. Eighth Street Cincinnati, Ohio 

COLT-CROMWELL CO., Inc. Successors to THE BROWN WARNER MFG. CO., formerly of 

ESTABLISHED 1899 FRANKLIN, OHIO 
1239 Broadway New York, N. Y. 


50 
YEARS OF EXPERIENCE bd 


BACK OF GREELEY = DAI LY, ee | 
NOW |] 


——— FOR ROOM EQUIPPED WITH 
If you want a house slipper BATH, CIRCULATING ICE WATER oe: 
you can depend upon to the and RADIO! y OPEN | 


last pair—and of course you 
d Geeel SINGLE, $2.50, $3.00, $3.50. 
o—you want eeleys. DOUBLE, $4.00, $4.50. TWIN BEDS, $5.00. 
IN Easily ordered through Near Business, Shopping, and 


STOCK your jobber. If he is — =, 
36 Pair Cases out of them—write us. The New 


A. W. GREELEY HOTEL PLYMOUTH | 


58 Benen. %. - - Wioceidl, Bien. Bei | 49th STREET EAST OF BROADWAY + NEW YORK 


ON THE FLOOR — READY FOR SHIPMENT 
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Hotel Claridge No More Copies of the 


BROADWAY AT 44th STREET ; 
NEW YORK CITY Shoe and Leather Lexicon 


Catering to the The present edition of the Shoe and Leather Lexi- 
SHOE and LEATHER con is exhausted. No more copies of this shoe 
INDUSTRY and leather trade dictionary will be available until 
a new edition has been printed, at which time 
Largest and Most Comfortable Sample Rooms notice will be given. 
in New York 

Moderate Rates. Under New Management Boot and Shoe Recorder 

Wire Reservations at Our Expense 239 West 39th Street New York, N. Y. 
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Quality Slippers for Women and Childne 


521—Ladies’ genuine “Vici” D’Orsay, 
“Suntan” moire lining, smooth 
folded inner, moulded counter, steel 
shank, 12/8 covered heel, leather 
toplift, padded grain kid sole to 
match. 


In Stock: Red, Blue, Green, 
Purple, Black, Patent and Golden 
Brown, $2.00. 








Vanity Fair 
No. 521 


A BETTER SLIPPER CANNOT BE MADE 


We point with pride, the pride of a craftsman who has completed a most 
satisfactory job, to our Vanity Fair slipper. Superb in every detail of work- 
manship, with the best of materials, it excels as an example of what can be 
done in slippers. 


Our stock service is 100 per cent complete. Order direct from this ad. Prompt 
attention will be given all orders and inquiries. 


GENERAL FOOTWEAR CORP'N. 
Manufacturers of ERK FLEE Quality Slippers for Men and 


‘Vanity Zaic. Quality Slippers for Women and Children 
476 BROADWAY NEW YORK 


Also Distributed by M. J. Saks Shoe Corp., 144 Duane St., New York 
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{= + Satisfied Customers oa 
usiness 


specify 
visible eyelets SATISFIED customers mean repeat sales. The 
sia many advantages of LACING HOOKS make 
satished customers. LACING HOOKS are con- 


venient, comfortable, easy to lace, and allow a 





snug ankle fit. 


TUBULAR RIVET AND STUD COMPANY 
UNITED SHOE MACHINERY CORPORATION, Selling Agents, 205 LINCOLN STREET, BOSTON 
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We judge a man 

by the car he drives or the 

home in which he lives. Because his 

every action indicates prosperity we concede 

him our patronage —we contribute further to his 
prosperity. Just so does your community judge your store. 


Your first sign of progress is a new store front, eclipsing 


is neighbors in sheer beauty of design—compelling the 
’ 


dtention of passers-by. It carries the message of big 
business and big business invariably means fresh stocks, 
fesh styles and better values. Indispensable to any am- 
bitious merchant is this sign of big business. Forward the 


coupon. It will bring a free book that will tell you more. 


Kawneer 


BRONZE 


STORE FRONTS 
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CONSULT AN ARCHITECT 8 THE SERVICE #S VALUABLE 
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in ARCH-AID 
“RCA Styles In Stock 


tere. x eee a) [ 


MENIHAN 
ARCH-AID SHOES 


“To have served one thing well for over a quarter 
of a century is no mean achievement.” 








“KOHUT” “ANCILLA” 
BENJAMIN FRANKLIN (Center Buckie) B-190...Black Kid......... 
..Genuine Black Boa, eine aa 


For well over twenty-five years MENIHAN’S ‘ “Quarter easanonys " $r8 
ArcH-Aip Shoes have been the leading arch- eS 258 Last...14/8 Covered Heel 
support and Style Comfort footwear of America. 
While dozens of other arch shoes have come and 
gone ARCH-AIps continue, year’ after year 
bringing increased profits to retailers and con- 
tinued satisfaction to the consumer. 


If there is not an ARCH-Arp AGENCy in your 

locality it will pay you to write for our agency 

proposition. 

AAAA AAA AA A BS ¢ Pf 
6-9 514-9 5-9 44-9 4-9 31%4-9 4-9 








“WESTLAKE” 
25c per pair additional for orders of one or two at prereteers Bs ath 
(vit Grain Calf Trim) B-249...Mat Kid (Beaded 07 


pairs only. 272 Last...14/8 Solid Leather Heel en pe Or RA 
Uskide Top 272 Last... 14/8 Covered He 

atent Leather (Cut S/ 

-16/8 Covered Hee 

B-248. . Imported Black Crepe § 
(Out ‘Steel Ornament) f 

271 Last. ae * ye spanish ‘Cov 




















“ERICA’’ “MEREDITH”’ “ROBINA”’ 
B-318...Black Suede, Black _. $6.25 B-208...Black Kid ........ $6.25 
nal case |B 813-- ‘Black sumther «..- S635 8-900...Q00m Kid ....... 6.50 
B-316...Brown Suede, Tan 258 Last...14/8 Covered Heel B-210...Patent Leather .... 6.25 
Gee BUD cccccoccsegcese 50 B-213...Black Suede ...... 6.50 “BON JOER” 
271 Last...16/8 Solid Leather Heel B-218...Brown Suede ...... 6.75 
(With Grain Calf Trim on Strap) B-284. oc. TEM ccccesee § 
272 Last...14/8 Covered Heel 258 Last...14/8 Solid Leatt 






















Heel, Uskide Top 






























Beet: - Black Giese Kid... $6.28 p.117.. Black Glaze Kid... $6.25 
We tae ise 4. oa’ Lotion 235 Last...11/8 Solid Leather 
6.5 Heel, Rubber Top Heel, Rubber Top 
GQ ve Solid Leather B-334 om peseegocse $ 
Heel, Uskide Top 270 Las. 12/8 Bolid Leather 






THE ARCH-AID SHOE COMPANY 
ROCHESTER, NEW YORK 
Menihan Arch-Aid Shoes for Men Are Manufactured and Sold by M. A. Packard Company, Brockton, Mass. 
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THE TRAVELING 
SHOE SALESMAN 


WHAT OUR ASSOCIATION MEANS 
From an address by Ralph H. Stadeker 


at the recent meeting in celebration of 
the twenty-first anniversary of the or- 


ganization of the Chicago Shoe Travel. | 


ers’ Association 


\NY organizations have been 
M formed for mutual financial 

benefits, but to our lasting honor 
the National Shoe Travelers’ Associa- 
tion was conceived for the sole un- 
selfish purpose of helpfulness to our 
fellow members and to our brother 
salesmen in general. 

An attempt at one time was made 
to affiliate our local association with 
the Federated Labor Union, but your 
speaker is proud to have led an oppo- 
sition to the movement that squelched 
the pernicious action at its birth. 

Our records show that we have pro- 
cured profitable positions for hundreds 
of our brother salesmen. We have col- 
lected thousands of dollars from firms, 
disputing or totally denying their obli- 
gations to our members. 

Hotels and transportation companies 
have refused damages to the individual 
members, which, under stress of asso- 
ciation demands, they have paid. Legis- 
latures have accepted our views on the 
enactment of unreasonable and detri- 
mental bills affecting the shoe industry, 
and they have been killed. We are 
justifiably proud of these triumphs of 
right and reason, and we look forward 
with optimism to a broadening field of 
unselfish activities. 

Ridiculed as we were in our early 
years by manufacturers, refused audi- 
ences at their conventions, considered 
only as “drummers,” the dignified ac- 
complishment of the successes I have 
enumerated, led them to an awakening 
of the high purposes of our association, 
freed from a union tag, and the Na- 
tional Association of Shoe Manufac- 
turers invited us to sit in their annual 
conventions, where our experience and 
our judgment would be profitable to 
them in arriving at trade or style con- 
clusions. From being merely “hired 
men” we are today coadjutors and ad- 
visors. Our city chambers of com- 
merce invite our cooperation in mat- 
ters connected with our vocation. 

Manufacturers and wholesalers give 
preferences for sales positions to mem- 
bers of our association, recognizing 
that to be such is a guarantee of hon- 
esty, respectability and capacity. After 
21 years of elevating our vocation to 
a dignified position, with no member 
ever being charged with moral dere- 
liction, we have arrived where the whole 
shoe world yields us its whole-hearted 
respect, to the trimphant justification 
of the hopes and purposes of the char- 
ter members of our association. 

An added benefaction has come to 
our members in the growth of a warm 
intimacy between them: we have 


other; we have become more 
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indulgent to differences of 





character, to weaknesses; in 
fact, there has sprung up 
among our members a feeling 
of kindliness and affection that, in 
itself, justifies the existence of our as- 
sociation and glorifies its original 
purpose. 


HE National Shoe Travelers’ Asso- 

ciation has joined forces with asso- 
ciations in other industries in an at- 
tempt to secure for convention dele- 
gates not only the one and one-half 
fare privilege, but also to have this 
reduced fare ticket so arranged that the 
delegate can return to his home by 
another route than the one traversed 
in coming. This is a privilege gener- 
ally accorded by many of the Western 
trunk lines, but it operates only in- 
frequently east of Chicago. It is felt 
by the National Shoe Travelers’ Asso- 
ciation that this privilege will help to 
increase convention attendance in no 
matter what part of the country the 
convention is held. Thé move origi- 
nated with the committee in charge of 
passenger transportation in connection 
with the Tercentenary celebration to be 
held in New England next year. 


ECRETARY T. A. DELANY, of 

the National Shoe Travelers’ Asso- 
ciation, announces that the 1930 mem- 
bership cards will be in the hands of 
the secretaries of the affiliated associa- 
tions, for redistribution to individual 
members, about the middle of Novem- 
ber. The 1930 cards differ from those 
issued in 1929 in that the name of the 
affiliated association and the name of 
the secretary of the affiliated associa- 
tion appear on the card, in addition, 
of course, to the name of the individual 
member. In past years it has not been 
customary to distribute these member- 
ship cards before Jan. 1. 








learned to know and respect each 
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Dedicate Selby Field 


Delaware, Ohio (UTPS)—AIll 
of the sons of the late George 
Selby, founder and head of the 
Selby Shoe Co. of Portsmouth, 
were present at the dedication of 
Selby Field, the athletic field 
given Wesleyan University by the 
late Mr. Selby a short time be- 
fore his death. 

The field was dedicated Oct. 19 
with a football game. Roger A. 
Selby, president and_ general 
manager of the Selby Shoe Co.; 
Homer Selby, vice-president of 
the same company; Mark W. Sel- 
by, president of the Portsmouth 
Chamber of Commerce, and Pearl 
Selby, of Cleveland, are the four 
sons. Mark W. Selby made a 
short speech. 











A WONDERFUL TOWN! 


L ors of things have been said and 
written about Los Angeles, but it 
has remained for our field editor to 
uncover the fact that in one city block 
—from Seventh to Eighth Street, on 
South Broadway—there are two-thirds 
as many shoes sold yearly as in the 
entire downtown section of Cleveland 
or Detroit. Such is the enormous pur- 
chasing power of that Pacific Coast 
metropolis. 

In this one block, moreover, ten shoe 
outlets are credited with doing an an- 
nual footwear business of $7,000,000. 
In four or these stores THE BOOT AND 
SHOE RECORDER is the only shoe pub- 
lication subscribed to. In all the others 
it is received and read as the authori- 
tative publication of the industry. 

This percentage of RECORDER popu- 
larity holds good for the entire high- 
grade downtown shopping district. 
Here the estimated yearly sales of 
shoes total $18,300,000—96.8 per cent 
of which is done by merchants who sub- 
scribe to and read THE BooT AND SHOE 
RECORDER. 

Nor does this include the splendid 
shoe business done in such nearby 
cities as Long Beach, Pasadena, and 
Santa Monica, which would normally 
be done in the Los Angeles downtown 
section if congested automobile traffic 
did not prevent it. In these suburban 
communities the RECORDER influence is 
as strong as in Los Angeles. Along 
Hollywood Boulevard 93 per cent of 
the shoes sold are distributed by 
RECORDER subscribers; in Santa Ana, 
91 per cent; in Pasadena, 89 per cent; 
in Long Beach, 92 per cent, and in 
Glendale, 88 per cent. 


ALESMEN of the George E. Keith 

Co., who distribute women’s lines, 
are on their way or in their territories 
after attending a successful sales con- 
ference during which the season’s new 
lines were displayed, the fine points 
brought out, and credit and advertis- 
ing conditions explained. Speakers at 
the conference were Vice-president 
Myron L. Keith, George H. Leach, 
Frank E. Packard, who outlined the 
new “stuck-on” process line, Charles 
H. Caldwell, William A. Farley, Harry 
Dunbar, Arthur J. Chase, Arthur I. 
Loheed, and Herbert Conner. Salesmen 
present at the conference were C. J. 
Porter, Chester N. Alexander, H. N. 
Keene, H. A. Stubbins, W. E. Vawter, 
R. E. White, R. E. Jackson, E. C. Win- 
ters, Frank Tilt, A. R. Corayer, R. B. 
Mendall, E. L. White, H. N. Baker, 
J. J. Condon, and F. B. Riddleberger. 




















“You need no longer be told that you have an expensive foot” $5.$6 
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$5.$6 Note the 165 different sizes and widths of ENNAJETTICK Shoes $5.$4 


Size Range 





reasons for 
the success 





” of - 
ENNAJETTICK| 





DEALERS 











advertising stock 














full range of 


widths and sizes 
IN STOCK 


radio and 


rotogravure 
NATIONAL ADVERTISING 


























DUNN & McCARTHY nc. 


Auburn, N. Y. 
itil 
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ARRY H. RUNYON, who has 
traveled Oregon and Idaho for the 
past five years for Gotzian Shoes, will 
now have west Oregon for Hamilton- 
Brown Shoe Co., with permanent sam- 
ple room at Imperial Hotel, Portland, 


Ore. 


LLEN F. BECHENDORF, who has 
been covering Connecticut for the 
last few years, has resigned to enter 
the brokerage business of Reid, King 
& Co., Hartford, Conn. 
Mr. Bechendorf will cover the same 
territory in his new connection. 


ésTT’S going to be a very good sea- 

son for oxfords,” says Max Horn, 
sales member of the firm of Clough & 
Horn, of Lynn. “Our October produc- 
tion is showing a strong 60 per cent 
proportion of the oxford types, and we 
look for more orders for oxfords as 
the weather gets colder. I imagine 
there is something in the lace fasten- 
ing that appeals to women when they 
choose shoes for winter time. A lace, 
properly fastened, helps to support the 
instep, and to steady the step when 
the sidewalks are icy. Besides, the 
drawing in of the lace rows snugly 
over the instep sort of suggests warmth 
and comfort for the foot when the days 
are cold.” 


HE annual meeting of the board 

of governors of the National Shoe 
Travelers’ Association will be held at 
10 a. m., Jan. 3, in the New Jefferson 
Hotel, St. Louis. Meetings in previous 
years have almost invariably been held 
on the day prior to the opening of the 
N. S. T. A. convention. The 1930 con- 
vention, however, opens Jan. 3 and, if 
the meeting of the board were to be 
held Jan. 2, it would mean that many 
members would have to leave their 
homes on the New Year holiday. A 
questionnaire sent to members of the 
board resulted in the decision to hold 
the meeting on the morning of the 





opening day of the convention. 


AARON STRAUSS, of the Hygrade 
Tanning Co., of Salem, Mass., re- 
turned the other day from Europe. 
Samuel Shapiro, sales agent for the 
Hygrade company in New York, sailed 
recertly for Europe. 


HE Central Association of Travel- 

ing Shoe Salesmen held their regular 
meeting at the Savoy Hotel, Kansas 
City, Mo., Oct. 26. These luncheons are 
free and all shoe travelers are welcome. 
The attendance was good. President 
E. U. Harbough and Secretary J. R. 
Sells were on the job as usual. Nomi- 
nating committees were appointed to 
submit Blue and White tickets, from 
which officers are to be elected for 1930. 
The next luncheon and meeting will be 
Nov. 30 at 12.30 p. m. 


P. REED & CO.’S salesmen, 
* twenty-two in number, held their 
annual fall style conference at the fac- 
tory recently, with the usual compli- 
mentary banquet, given by the firm, on 
Wednesday night, Oct. 30, at the Roch- 
ester Club. Vice-president and Style 
Director William D. F. Gibson pre- 
sided at the sessions, also at the ban- 
quet, where he introduced Vice-presi- 
dent Guy E. Manley, credit manager, 
as toastmaster. Everyone present, 
from Veteran Salesmen Stadaker and 
Arnold, and Sole Leather Buyer Walter 
North, to the invited guests were called 
upon for remarks. While President 
DeRidder, who was recently ill, was not 
present at the dinner, he had attended 
the sessions of the style conference, 
where he received a warm welcome. 
Those who attended the dinner were: 
Toastmaster, Vice-president Guy E. 
Manley; Vice-presidents W. D. F. Gib- 
son and Edgar M. Reed; Secretary 
Lester H. Reed; Robert Reed, Super- 
intendent Martin J. Rickard; Salesmen 
Ralph H. Stadaker, Frank H. Arnold, 
“Jim” Alexander, Bert B. Davis, Don 
J. Rickard, Gene E. Connor, Fred 
Chesbro, Ed. H. Muse, John P. Bell, 





667 THINK I met, during my recent 

trip,” began George Anderson, of 
Brophy Bros. Shoe Co. of Lynn, “more 
interest in the bottoms of shoes than 
I have encountered during many a year 
on the road. 

“How is the bottom made? Do the 
soles tread true? Is the leather oak 
or union tanned? These are among the 
questions that were shot at me,” con- 
tinued Mr. Anderson. 

“Besides, I had to answer several 
times the stock query: ‘How can I tell 
a welt from a McKay, a McKay from 
a Littleway, and a Littleway from a 
turn?’”’, 

“Tt seems to me,” concluded Mr. An- 
derson, “that when we have to deal 
with practical points of shoes, shoe- 
making, and shoe fitting, we are in a 
fair way to add to the common stock 
of practical knowledge of footwear.” 








Harry Silverstein, Leo Schneider, 
E. J. Cray, Jack W. Bates, W. R. 
Smith, G. E. Van Meter, and Robert 
Trestman; Assistant Superintendent 
Walter Rickard and factory executives 
W. Harvey Holmes, Walter North, 
Walter Eberling, Arthur Burch, Ed- 
ward J. Hanlon, Gene Lowe, Harry A. 
Taylor, Julius Morrocco, Arthur 
Palmer, Lester Stangler, and Bernard 
McMahon; guests, “Steve” Eaton, buyer 
for Sibley, Lindsay & Curr Co., Roch- 
ester; John Metcalf, president of 
Shubel Shoe Co., Lansing, Mich.; 
Eldrige B. Belhumeur, buyer for For- 
man’s, Rochester, and Harry A. Chase, 
of THE BooT AND SHOE RECORDER. 

It was announced that once again 
Don J. Rickard, coast salesman and 
a son of Superintendent M. J. Rickard, 
was the high man in the volume of 
sales for the season. Two of the sales- 
men are starting out this season for 
the first time, Robert Trestman, who 
will make the territory of the late 
Frank Klofath, and G. E. Van Meter. 
Walter Eberling, a designer, is another 
newcomer with the Reed organization, 
as also is Lester Stangler. 








When You Fly to Brockton 














You will know you’re four miles from the airport when you sight this airway marker on the roof of the Barbour 


Welting Company factory in the Montello section. 


The arrow near the “4” indicates the direction of the airport, 


while the other arrow at the letter “N” points to the true north 
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Menihan’s Regent Pumps 
IN STOCK for QUICK ACTION SERVICE 





Nu Mode and Special Process 
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HE REGENT PUMP is one of our very best sellers. It has put thousands 
of dollars of profits into the cash registers of Menihan customers. Made 
in a great variety of attractive styles—the best fitting pump on the market: 


B 336—Nu Mode Process, white silk moire, suitable for tinting 

B 335—Nu Mode Process, black silk moire 

B 170—Special Process, imported white crepe silk suitable for tinting any color 

171—Special Process, imported black silk crepe..............ccccceceeceuccuceees $4.85 
283—Nu Mode Process, silver tinsel cloth, suitable for tinting 

345—Nu Mode Process, white kid 

180—Nu Mode Process, mat kid 

174—Special Process, black satin 

176—Special Process, black calf (light weight) 

ee OE oo 65 nse gid cede voe-c0ebeesswhscevewsnsensess nel $4.35 
286—Special Process, brown kid 

272—Special Process, brown suede 

270—Special Process, black suede 

998—Special Process, silver kid 


\-B--B--B--B----8--B--8--8-- 8 --) 


Twenty-ave cents 96- THE MENIHAN COMPANY 


less than three pairs. 
In-Stock Department 


ROCHESTER, N. Y., U. S. A. 


Makers of Menihan Arch-Aid Shoes “VONNY”’ 


Special Proces 


B-333—Imported Whit: 
Crepe with Silver 
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NATIONAL NEWS 


SATURDAY, NOVEMBER 9, 1929 





— 


EVERY WEEK 
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Northern Ohio Shoe Men 
to Meet 


MANSFIELD, OHIO (UTPS)—Execu- 
tive Secretary C. E. Dittmer has sent 
out notices for a meeting of the North 
Central Ohio group of the Ohio Valley 
Retail Shoe Dealers’ Association to be 
held Nov. 21. The group meeting will 
comprise about a dozen counties in the 
north-central section of the’ State and 
will be featured by a store management 
conference led by Frank Stockdale, head 
of the store management division of the 
association. The presiding officer will 
be H. T. Seigenthaler, who operates a 
retail shoe store in Mansfield and who 
is a director in the Ohio Valley Asso- 
ciation. 

Mr. Stockdale will give the results 
of a number of recent surveys of Ohio 
shoe stores. 


Two Million Increase in 
Brown Shoe Sales 


St. Louris, Mo.—The board of direc- 
tors of the Brown Shoe Company on 
Tuesday declared a quarterly dividend 
of seventy-five cents per share payable 
December 2 to stockholders of record 
November 30, increasing the annual 
dividend rate from two dollars and 
fifty cents to three dollars per share. 

The company just closed its fiscal 
year with sales aggregating over $37,- 
000,000, an increase of approximately 
two million over 1928 and three million 
over 1927. The 1929 increase is the 
eighth consecutive gain in sales for the 
company. 

During the past six months Brown 
Shoe Company manufactured and 
shipped to their customers 8,577,000 
pairs of shoes, which are more pairs 
than were manufactured during the en- 
tire twelve months of the war period 
years from 1918 to 1921. 


Morris Eddis to Continue 
Business 


Through an unfortunate error it was 
stated in the Business Changes column 
ma recent issue of this publication 
that Morris Eddis, proprietor of Twelve 
Points Bargain Store, 1236-38 Lafay- 
ette Avenue, Terre Haute, Ind., had 
been succeeded by another firm. Mr. 
Eddis states that he intends to remain 


. business as heretofore at this loca- 
ion. 
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_ Expect Normal Business in Shoes 


New England Shoe and Leather Industry Sees Basic Conditions 
Sound—Other Views of the Current Situation 


BostonN—The 
and Leather Association, after a care- 


ful survey of the situation following | 


the recent drastic stock market decline 
last week, issued the following state- 
ment: 

“We have looked very carefully into 
the after effects of the late sensational 
slump in the stock markets of the coun- 
try, and, in common with leading bank- 
ers, manufacturers and the Federal 
government itself, are convinced that 
retail shoe merchants and others need 
have no apprehensions regarding the 
coming Christmas holiday trade or gen- 
eral business in the near future. 


“We confidently believe that under- | 


lying conditions in the hide, leather and 
shoe manufacturing industries 


generally in a more encouraging situa- 
tion than they have been for several! 
years. It is significant that while 
many commodities traded in specu- 








Osear Farris Partner in 
New Store 


Los ANGELES — 
Oscar Farris, for- 
merly manager of 
Wetherby - Kay- 
ser’s Flower Street 
store, is now joint 
owner of a new 
store in San Ber- 
nardino, operated 
under the firm 
name of Farris & 
Joyce. A banquet 
was given in his 
honor on October 
16 at the Biltmore 
Hotel by employes 
of Wetherby-Kayser, prior to his de- 
parture to assume his new duties. 

Mr. Farris came to Los Angeles from 
Memphis, Tenn., in 1908 and has been 
affiliated with the Wetherby-Kayser 
Company since the time of his arrival. 
He has been manager of the Flower 


Oscar Farris 





Street store since 1927. 
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New England Shoe | 





are | 
sound and that our allied trades are | 





latively were for the time being ad- 
versely affected by the tremendous drop 
in stocks, actual transactions in hides 
were marked by merely nominal de- 
clines in price. The buoyancy of the 
stock markets themselves during the 
past few days seems to support the be- 
lief of the financial experts that the 
Wall Street debacle was largely psy- 
chological. On the whole, we see no 
reason to doubt that business in our 
industry will be normal during the next 
few months.” The statement was is- 
sued over the signature of Alfred W. 
Donovan, president of the association. 

In a memorandum to department and 
branch executives of American Hide & 
Leather Co., issued Oct. 30, President 
Carl F. Danner said: 

“Basic industries, like leather and 
shoes, will not feel the effects nearly 
so much as others. The leather indus- 
try as a whole is in better shape to 
meet the situation than it has been in 
years. Hide supplies are low. Sole 


| Jeather stocks represent about seven 


weeks’ supply. Finished side upper- 


| leather stocks are close to the low point 
| for all time. 


Calf leather stocks and 
kid leather stocks are the lowest in re- 
cent history. Likewise, stocks held by 
shoe manufacturers are normal, being 
15 per cent less than they were a year 
ago. The credit situation is generally 
good and we need have no fear of dis- 
tress on the part of our customers. 

“There is just as much real wealth 
in the country, even though it may not 
be appraised so highly. The buying 
habits of the Nation will not change 
over night. 

“Hide and skin prices may be af- 
fected, but probably only slightly. A 
general 10 per cent drop would bring 
prices to the low point for all recent 
years if present seasonal quality is con- 
sidered. It would, therefore, seem 
unlikely that leather prices will be gen- 
erally affected.” 

The statement of the New England 
association reflects apparently the gen- 
eral sentiment in the industry, which 
holds strongly to the opinion that there 
is no reason to anticipate serious ad- 
verse effects from the market liquida- 

[TURN TO PAGE 84, PLEASE] 








MADE IN ENGLAND 














| Spats 


Be ready for the early demand for the most popular article of 
Men’s Fall and Winter Apparel. Immediate delivery of high 
grade English Box Cloth Spats. 





Perfect fit and faultless tailoring combine to make Diamond 





Spats the merchant’s choice. 


No. 100—DARK GREY 

No. 200—LIGHT GREY 
No. 300—DARK FAWN 
No. 400—LIGHT FAWN 


Price $2.40 Per Pair 
Discount 5% 10 Days 
Net 30 Days 


EENE BROS:-CO: 
: IMPORTER Ss Nwry 
477.4 ST. SSe* NEW YORK 
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CHILDREN’S “SLIPPERS? 3 Q .. [pm 
FOR XMAS TRADE eA 


“IN-STOCK’’ BIA \e 7% field we 
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SLIPPERS OF MERIT anes , va Ap the sec 


Our remarkable Children’s Slipper Business has been built up by Giving Real Dollar for Dollar Value is bring 
ene STYLES with REAL FOOT COMFORT: WEAR and Guaranteed Satisfaction—with City sh 


Prices that have put “KOZY KOMFORTS” SLIPPERS as a leader in the Field. cane 


Children’s Slippers are a MIGHTY BIG ITEM—let us aid you in MERCHAN aanent 
DISING MORE “CHILDREN’S SLIPPERS,” profitably. Retailer 
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| To Make Northwest Convention Best Ever 





Reading from left to right: C. H. Nelson, Princeton, Minn,, former 
director; Joe Langley, St. Paul, president; H. S. McIntyre, Minneap- 
olis, secretary; O. J. Benton, Austin, Minn., director at large; C. A. 


Kilbourne, Minneapolis, former director; O. C. Kjos, 


Watertown. 


S. D., director from South Dakota; J. C. Muenzer, Fergus Falls, Minn., 
former director; Otto Wieseke, Minneapolis, director from Minnesota 


Northwestern 
Retailers Plan 
for Convention 


Regional Meeting to Be Held 
in Minneapolis January 


27-29 


St. PauL—Some seventy outstanding 
members of the retail and manufactur- 
ing branches of the Northwestern shoe 
field were present at Hotel Lowry, St. 
Paul, October 25th, in attendance at 
the second monthly meeting of the 
Twin City shoe clan. This organization 
is bringing the members of the Twin 
City shoe trade closer together in the 
contemplation of mutual problems and 
perfecting arrangements for the annual 
convention of The Northwestern Shoe 
Retailers Association to be held in Min 
neapolis at Hotel Nicollet January 27, 
28 and 29. 

The program for the January con- 
vention is rapidly assuming tangible 
shape. Ernest A. Burrill, chairman of 
The Plan and Scope Committee of the 
men’s campaign, is scheduled to speak 
on two of the convention dates. Arthur 
L, Evans, well known trade economist, 
recently returned from an European 
trip, is to talk to the Minneapolis meet- 
ing on “Better Retail Salesmanship.” 

The retail merchants of St. Paul and 
Minneapolis are making carefully 
planned cooperative efforts which are 
producing excellent results. The week 
of November 3 to 9 is to be known as 
Social Footwear Week in the “Twin 
City” shoe stores. The newspapers are 
contributing editorial cooperation and 
the individual stores are arranging to 
feature formal and semi-formal foot- 
Wear in anticipation of the winter sea- 
son of social activities. 





During the week of November 10th 
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Leather Heels Popular in 
New York 


A steady demand for leather heels on 
street and walking shoes is noticed by 
New York retailers, and many shops 
are featuring them in high and curved 
Cuban heights. Customers are asking 
for them, with the result that this type 
heel finds a readier sale than the cov- 
ered heel in the majority of cases. Even 
on hand turned soles, the built-up 
leather heel is being shown. 

At the new Stewart & Co. store, 
opened on Fifth Avenue last week and 
already noted for its smartness, leather 
heels are shown on a variety of models, 
both in suede and leather walking 
shoes, and on lighter weight turned sole 
numbers. 

Opera pumps in all leathers and all 
fabrics, both for evening and daytime 
use, are meeting with volume business 
here. Moire oxfords, in all colors for 
afternoon wear, are also popular. Step- 
in pumps using hidden goring around 
the quarter are shown in a number of 
styles, one of black suede using patent 
trim at the instep section. 

Black and brown suede are moving 
well, with several retailers reporting 
thev are unable to get enough of them. 
Dark blue, dark green and Burgundy 
are shown, in suede and kidskin, with 
some dark blue calf noted. 

B. Altman & Co. offer blue footwear 


-to blend with blue jewels. 


the cooperative effort will consist of a 
Rubber Footwear Week with the basic 
idea of creating interest in styles rath- 
er than promoting actual sales unless 
weather conditions are especially pro- 
pitious for the sale of outer footwear. 

The next meeting of the Twin City 
Shoe Clan is scheduled for Hotel Nicol- 
let, Minneapolis, Tuesday evening, No- 
vember 19. All members of any branch 
of the shoe industry will be welcomed 
at these gatherings. 








KEWPIE [WINS 


REG U.S.PAT OFF 





Genuine Goodyear Welt 


Don’t Lose Sales 


for lack of sizes 


Style No. 110—Patent 
3/5 Spartan Gold Spot Soles, C, D, 
Soft Toe—Leather Wedge Heel 
Soles, B, 


$1.70 


5%/8, Spartan Gold Spot c, D 
$1.95 

Leather Box Toe—lLeather Wedge Heel 

%/11%, Oak Bend Soles, B, C, D. $2.35 


8 , 
Toe—Rubber Spring 


Leather Box Heel. 
Style No. 112—Log Cabin Elk 
814/11% Sizes only, B, C, D, Oak Bend Sole 


$2.35 
Leather Box Toe—Rubber Spring Heel 


All runs: Sole Leather Counters; 
Kid Quarter Linings 


. 


No 
No 


100—Patent. 

101—White Elk, White Welting 

No. 102—Iog Cabin Elk 

Style No. 103—light Smoke Elk 

8/5, Spartan Gold Spot Soles, C, D, 

Soft Toe—Leather Wedge Heel 

5%/8 Spartan Gold Spot Soles, B, C, D, $2.15 
Leather Box Toe—Leather Wedge Heel 

8%/11%, Oak Bend Soles Cc, D, $3 
Leather Box Toe—Rubber Spring Heel 

All runs; Sole Leather Counters; 
Red-line-in Linings 


Terms 5% 10 days 


SEE OUR LINE 
N.S.R.A. St. Louis Show 
January 6-7-8-9 
Hotel Lennox—Parlor B 
Jefferson Hotel—Room 1037 


THE JUVENILE SHOE CORPORATION 


OF AMERICA 


Style 
Style 
Style 
$1.90 


[ 60 


Aurora Missouri 


Manufacturers of Famous National Park Hiking 
Boots, 6 different styles carried In-Stock 


. U.S. PAT. OFT.” 


REG . 
Scientific Health Shoes 


* on 7 4 for Idren , 





nsure Normal Feet 
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One Safe Buy 


no matter whether stocks go UP or DOWN, and it always pays you 


Big Dividends 


in Profits, with Safety! You simply can’t go wrong when you place your 


eo 
Ome() 


No. 7003—Patent Elam-Compo—fits No. 7008—Patent; champagne la 
perfectly — soles that all creation ing trim. Costs no more than ant 
can’t pull off. quated types. 


SOLES 


Today the most demanded Infants’ Shoe made, judging by increased and repeat orders and th 
satisfaction buyers find in these beautiful 


SMOOTH SOLE SHOES FOR INFANTS! 





The Old . = Fama é New Proven 
Idea Way 


With tacks, thread, wax, No sewing or tacking. Soles 
lumps and wrinkled linings. just CAN’T come off. 











Every day the demand for ELAM-COMPO shoes for Infants increases. Every buyer is most 
enthusiastic, just as you will be. Gain the good will and repeat business of mothers by favor- 
ing them with the best shoes for little feet. No more hurts from tacks or nails. Oh, you re- 
member, ‘cause you were once a kid! 


Samples on Request! 


F. S. ELAM SHOE CoO. 


Manufacturers 


Rochester, N. Y. 


Boston Office: 532 Statler Bldg. 


No. 8012—Patent; champagne top; No. 8000—Patent Blucher; F! 
Elam-Compo. Compo. 


Why not get in on the Ground Floor and Take Profits on Elam-Compo now? 
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Longer Vamps Reported 
By Cincinnati Factories 


CINCINNATI, OH1I0—Orders for late 
fall and winter are now oe filled at 
jocal shoe factories. There is less going 
on in the manufacturing district than 
in August and September but none of 
the factories have been closed down for 
lack of work. ; 

Patterns are practically the same as 
those shown during the late fall of 
1928, the biggest changes having been 
effected in vamps. Most all factories 
continue to make up some short vamp 
shoes but the largest part of the output 
of the manufacturers of high class foot- 
wear have longer vamps. Even though 
ankle-length skirts do not reach us this 
season, they are already longer than 
the dresses of last summer and the 
longer more graceful shoe will fit into 
the picture nicely. 

Maii orders being received at local 
houses show that the demand for suede 
and kid is very active while that for 
patent is normal. The reptile demand 
is more or less conservative with buy- 
ing on reptile materials being confined 
largely to certain sections of the coun- 
try. Quite a number of moire and satin 
evenine slipper orders for December 1st 
delivery are being received. 

Business on oxford types continues 
to hold up and recent orders coming in 
are very strong for pumps. T-straps 
compose a nice part of present ship- 
ments, being especially popular in the 
better crade footwear. 


In Atmosphere of Old Spain 


Los ANGELES, CAL. (UTPS)—The 
new Fashion Bootery on West 4th 
Street in Santa Ana has been opened 
to the public. 

The exterior of the shop is beauti- 
fully decorated, Baluchistan and Span- 
ish tapestries hanging high on the out- 
er wall. The inside of the store carries 
the atmosphere of old Spain. Large 
wall mirrors are hung at the front en- 
trance, while lantern effects are created 
by bracket lights hanging in the arcade 
as well as in the display windows. The 
interior has been utilized to the highest 
point of efficiency possible, every cor- 
ner -being arranged for service as well 
as for beauty. 

E. J. Bush is manager of the new 
store which will handle exclusively 
women’s shoes, carrying as part of the 
stock a popular line of health footwear. 
It is the first store in Santa Ana to deal 
exclusively in women’s shoes. 


New Hampshire Is Gaining 
New Factories 


MANCHESTER, N. H.—With a marked | 


Increase in the number of shoe fac- 
tories in this city and throughout the 
State, a new era of prosperity for the 
New Hampshire shoe and leather in- 
dustry was predicted by the State’s in- 
dustrial leaders at the seventeenth an- 
nual meeting of the New Hampshire 
Manufacturers’ Association, held here 
Oct. 29. President Rowland B. Jacobs 
of the association, in his annual mes- 
Sage, declared that the shoe industry 
of the State was in a better condition 
than at any time since the war. 

The State has procured 53 new manu- 
facturing industries during the past 
year and foresees continued growth, 
notably in the shoe manufacturing and 
textile fields, 
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Good Sampling 
of New Styles 
Lynn Reports 


New Type Being Given Thor- 
ough Tests 


LYNN, Mass.—Early interest is man- 
ifested in next year’s styles. Lynners 
have made up new samples, as they in- 
terpret the recent New York style con- 
ference, and have shown them to mer- 
chants for criticism. Some have been 
approved. Others have been returned 
to the factories to be improved. It is gen- 
erally agreed that it is better to test all 
new styles thoroughly, before making 
them up, rather than to make them up 
and rush them into the markets,, there 
to take the chance of their staying on 
the shelves or moving on to the feet of 
consumers. The flow of shoes from shop 
to sidewalk should be steady, as a mat- 
ter of economy. 

Immediate business continues spotty. 
Oxfords appear to be selling best. One 
firm reports that 6C per cent of its Oc- 
tober production is made up of oxfords, 
of dressy styles for day time wear. Be- 
sides, there is some business in “game 
oxfords,” or sporty types to be worn to 
football games. Stripped pumps have 
stepped to a front position again. New 
models of strap styles show the buckle 
on the side, instead of in the center of 
A few more step-ins have 
appeared. 

Patent leather is getting a little more 
attention. Blacks, counting up the 
patents, mat kid, grain calf, suede and 
reptiles, and fabrics, too, predominate 
by far on the run for this list half of 
the year. They will keep on selling 
right through the winter, according to 
several firms who are making them. 


Prospects for Sandals 


NEW YorK—Advance orders received 
by the Golo Slipper Co., 129 Duane 
Street, sole importers of “Deauville 
Sandals” are greatly in excess of last 
season’s, which was the best in the com- 


| pany’s history. 


ee 


IN STOCK 


D.S. Evans Heavy 
Ruby Kid 
DS. R 
Blk. Calf 
D.S. Blk. 
Stormwelt 


D.S. Long Ctr. 
Stormwelt 


Clf. Barbour 
4 


Barbour 


MUSEBECK SHOE COMPANY 


Danville, Illinois. 


Plan for 'Texas-Oklahoma 
Convention 


Houston, TEXx.—Plans are being 
made by Houston shoe men for the joint 
convention of the Texas-Oklahoma 
Shoe Retailers’ Association and the 
Southwestern Shoe Travelers’ Associa- 
tion, which will be held here Feb. 10 
| to 12, inclusive. 

An initial meeting, held in the coun- 
cil chamber of the Houston Chamber 
of Commerce, drew a large attendance 
of Houston shoe men, and after elect- 
ing officers and setting an organization 
in motion, the retailers gave a dinner 
at the Rice Hotel on Thursday evening, 
Oct. 24, at which the attendance was 
more than doubled. 

R. E. Patterson was named as gen- 
eral chairman by the retailers, and 
Michael Murphy was elected secretary 
of the convention committee. 

The general chairman made appoint- 
ments of a number of important com- 
mittee chairmen, as follows: Finance: 
L. F. Tuffly, W. P. Hammersmith, and 
T. M. Scoggins; program: W. E. Buck- 
ley; attendance: J. L. Spencer; pub- 
licity: G. G. Gilman; hotels: Steve 
Davies; credentials: W. F. Newton; re- 
ception: Harris Hammersmith; regis- 
tration: George C. Clayton; transpor- 
tation: Sam Slater; entertainment: 
H. C. Knoebel. 

Carl H. Mueller, of Austin, Tex., 
president of the Texas Shoe Retailers’ 
Association, and W. B. Taylor, Fort 
Worth, Tex., secretary of the organ- 
ization, are expected to attend the next 
big convention meeting, to be held 
Thursday evening, Nov. 7, after a din- 
ner at a local hotel. 


Interior in Gold 


CORNING, N. Y.—The Liberty Shoe 
Company will open at 38 E. Market 
Street, Corning, a beautiful shop known 
|as The Liberty Shoe Store, featuring 
|Gold Bond Footwear, values at $5, $6, 
$7, and $8. This store is having the in- 
terior redecorated in gold, and will fea- 
ture women’s and children’s shoes ex- 
clusively. 

_The Liberty Shoe Company is plan- 
ning to open several of these stores in 
| this locality in the next year. 
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Sell Musebeck 


Construction 


and you'll sell more 
shoes .... 


HESE are shoes that you can 

sell to satisfy your customers 
in every way. You will actually 
sell more shoes because you have 
real talking points that your men 
customers will listen to. Made on 
three styles of lasts in Calf and Kid 
—in Black and Tan. 


ee eeeeweeweeweeee 
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Write for Catalog! 


A. 
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ASO HEL RR ~ Tage 
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ES PARE ORE ISS 
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POPLAR AMR aS ETT 


“Nearly every person who 
enters your store is a pos- 
sible purchaser of Repco 
Brushes and Daubers. 
Display Repco Brushes 
and Daubers prominently 
and call your customers’ 
attention to them. Take 
advantage of this fine op- 


portunity for additional 
findings profits. @{Repco Brushes are made in both the stapled and 


wire-drawn types. The wood and bristle stock are the finest obtain- 
able, and are equally good in both types, while the wax finish is 
carefully applied and is lasting. The two types differ only in the 
method of fastening the bristle knots. @{|Repco Daubers are made 
only in the stapled type. Like the brushes, they are made of the 


finest stock and finish. 





For Sale by Shoe Findings Dealers 


United Shoe Machinery Corporation 


J. K. Krieg Company, 39 Warren Street, New York City 
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to Shoe Store 
Owners and 
Managers 





Shows you how to bring more and bet- 
ter trade into your store ... 32 pages 
of seating suggestions for modern shops 
in this interesting and practical book 
“New Styles in Shop Seating” 


“Gentlemen, I want to compliment you on your book 
“New Styles in Shop Seating.’ It is a genuine help for 
the modern shoe store owner and reflects a keen ap- 
breciation of our problems. Any man interested in 
attracting better trade and building prestige for his 
store should read this book.” 

So writes a successful eastern shoe store owner. Perhaps 
this book will help you. Shall we mail you a copy? It 
is free. How proper seating can give your store an air 
of distinction—attract more and better trade—greater 
capacity at less cost and bigger profits on your invest- 
ment, all explained in this free book. Simply use the 
coupon below. 


The “American’”’ Free Service Plan 


“American” engineers and draftsmen are at your service 
to suggest new ideas in seating arrangements. In the 
past fifteen years thousands of shoe store owners have 
accepted this free service. And as a result American 
Interlocking Shoe Store Chairs are building profitable 
business daily. This service is yours for the asking. No. 9015 
Fill in and mail the coupon today. 


American Seating Gmpany 
1060 Lytton Building Chicago, Illinois 


Branch Offices——New York: R. 601-119 W. 40th St. 
Philadelphia: R. 703-1211 Chestnut St. 
Boston: R. 302-69 Canal St. 














American Seating Company 

1060 Lytton Bldg., Chicago, Ill. 

Gentlemen: Send me, without obligation, your helpful 32 Page Book, ‘““New 
Styles in Shop Seating.” 

Name.......- . 

Address .......--- 

| ee 

Address Personally to 
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WHERE TO BUY 


Men’s Shoes 


‘HIGHEST oa ONLY” 


Tt WEYMOUTH. MASS. U.S.A. 








For the Opera 

















The 


MOWEST ALL 


87 STYLES IN STOCK 


EMERSON SHOE MFG. CO. 
ROCKLAND, MASS. 


WRITE TODAY FOR CATALOGUE 


Deol 
eee “ARCH SHOE 


EMERSON SHON SHOE MFG MFG CO 

















Ss nth 
(P).. A. PACKARD DCO., naw QP) 


oe. 
BOSTONIANS 


SHOES FOR MEN 
COMMONWEALTH SHOE & LEATHER CO. 
WHITMAN, MASS. 














NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
H. W. COOK, President 
Syracuse, N. Y., U. S. A. 

MEN’S FINE SHOES EXCLUSIVELY 














Stacy Adams Co. 


Manufacturers of 


MEN’S FINE 
SHOES 


Brockton, Mass. 























At the opening of the opera season, French, Shriner & Urner dis- 
played in their shop at 350 Madison Avenue, New York, types of men’s 


shoes which correct dress decrees for formal evening wear. 


A photo- 


graph of three men in evening dress at the opera entrance gave atmos- 
phere to the display and such formal accessories as opera hat, black 
cane with ivory top, silk scarf and white gloves were used to heighten 


the effect. 


This is the season of the year to push the sale of formal 


footwear and window displays of this character offer one of the most 
effective ways. 








“Early Start 
Expected on 
Spring Shoes 


LYNN, MAss.—Business has dropped 
down here to the November level, and 
it may be reported as seasonably dull. 
There is some prediction that an early 
start will be made on shoes for next 
year and also a strong hope that a fair 
volume of business is yet to be booked 
on winter footwear. With the public 
pounding away shoes at the rate of 
better than 1,000,000 pairs daily, it 
certainly looks as if there should be 
a better than an average demand for 
footwear during the next ten weeks. 

Tanners, already starting on 1930 
leathers, report in a general way that 
kids and snakes are the leading leath- 
ers. More black kid was made this fall 
than for any corresponding period since 
the novelty shoe era set in. Water 
snake is the foremost reptile for new 
business, and the colors are in the beige 
tones, also in the grays and blues. 
Snake kid is a new achievement in 
leather. 

Fabrics are being cut in some vol- 
ume for party slippers and also are 
being sampled for street shoes for next 
spring and summer. An excellent au- 
thority says that the new fashions in 
party frocks calls for party slippers 
that are of striking appearance, even 
elaborate, such as colonial pumps with 
lavish buckles. 

Longer vamps continue to gain. It’s 
the common story that longer skirts 
are the cause. But some differ. A last 
maker says that toes are more pointed 
and that vamps must be lengthened 
when toes are pointed. No change can 
be made in the length of the opening 
in the shoe. The only way to increase 
lines of length is to lengthen the vamps. 
A salesman just home from a trip says 
that none of his customers told him 
that changes in the length or style of 
skirts are influencing the choice of 
styles in footwear. Some say that the 
new frocks make the legs look longer. 
But it’s risky to mention in Lynn boots 


80 


| as a means to lengthen the looks oi 


| legs or for any other point of 
for that matter. 


both up and down, the Louis 


Heels are movin 


being lower and the Cubans hivher. 


The general report is that they 
| averaging lower. 

Tweed oxfords in blue and b 
as well as gray, and heavily ta 
with leather are being made. 


to sell. Out of this Wales patt: 
coming a new type of sandal for 
wear next season. The moccasin 


development. However, the regu! 
ford is doubtless the leading mod 
daytime wear. 


moiré and crépe and embroidered 
are being made, and the producti 
white satin shoes, to be dyed, is d 
less up to a new high peak. 

It is expected that there will 
fair volume of filling-in orders bet 
now and the year end, and also a 
sonable amount of future busines 
some of the new models for 1930 
passed the tests and have bee: 
proved by buyers. 








BrooKLYN—Announcement was 
last week that R. S. MeNeill Co 
merged with Daetsch & Woodward 
both firms being important fact 
the last industry in Brooklyn. 

Under this consolidation, M) 
Neill retires from active partici; 
but will continue in an advisory 
ity to the executives of both com} 
No changes are contemplated 
ecutive direction. 

All activities will be brought 
one roof at the Daetsch & Woo 
plant, where increased lathe c: 
and manufacturing facilities ha\ 
provided for. 

The new officers are: Joseph D 
president; Frank W. Cook, vic« 
dent; Frank Grossman, treasure! 
Hector, secretary. 

The following are members 
Advisory Board: R. S. McNeil 
drew Geller, Carl L. Sprinz, 
Joseph. 
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Last Companies Merge 


Betty Wales oxford, of calf, continues 
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For the Stadium 
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Here is another window from the French, Shriner & Urner Madison 
Avenue shop which ties up men’s shoes appropiately with the football 
season. Such a tie-up has been used extensively to feature men’s fall 
footwear and is a distinctly appropriate way of stressing shoes for the 
season. There is something about the battle of the gridiron warriors 
for the possession of the priceless pigskin that subtly suggests to the 
masculine mind the desirable qualities of good leather and fine shoes. 
In this display the idea and the arrangement are simple but the effect 

is pleasing. 








Sandal Types Still 
Selling at Retail 


CINCINNATI, OH!10—Many new foot- 
wear styles have come out since the 
first of October and all are going over 
fine. Several new sandal numbers are 
being shown and are moving surpris- 
ingly well. The most popular of these 
is a barefoot type of moire or satin, 
daintily trimmed with gold or silver 
kid. The heel is 18-8 and is covered to 
match the trimming. 

Reptile sales, up to present writing, 
have been fairly good despite the fact 
that they got off to a bad start. Pre- 
dictions are that a great deal of rep- 
tile leathers will be sold this season 
and it is noticeable that both snake and 
lizard are taking best when used to 
trim footwear of other materials. Suede 
continues the all-round seller. It is 
moving well in all grades and colors 
and the fine combing process which 
some manufacturers are putting suede 
leathers through is making it more de- 
sirable than ever for evening wear. 

Blue is reported stronger than a few 
weeks ago and instead of dark green 
weakening it is getting stronger also. 
Tan and the browns are good and black 
is holding its usual prominent place. 
Red has been selling in spurts but has 
not been considered a volume color. 

Pumps, notably operas, have been the 
big sellers thus far and if proposed 
changes in dress styles go over as big 
as expected, opera sales will increase. 


To Build Warehouse 


WHITMAN, MAss.—The Regal Shoe 
Co. has completed plans for the erec- 
tion of a big warehouse in the rear of 
its main factory, to remove conges- 
tion both at the main plant and the 
G. G. Roberts factory, where it also is 
manufacturing. The new building, to 
be of one story and mill construction, 
will make possible the use of greater 
manufacturing space by storing sup- 
plies in the new structure, in which 
also will be placed some of the finished 
goods in process of shipment. 
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New Glazed Kid Tanning 
Firm Formed 


Boston, Mass.—An announcement 
has just been made by two young but 
long and broadly experienced leather 
men of their formation of Hamilton- 
Perkins Co. to manufacture 
grade line of black and brown kid. 

The tannery will be in Philadelphia 


and under the personal supervision of | 


E. Stanley Perkins, who for many 
years has specialized in the production 
of fine black and colored kid. 


Sales headquarters and general of- | 


fices will be at 95 South Street, Boston, 
and in charge of the other member of 
the firm, Robert J. Hamilton, formerly 
salesmanager of the Quaker City Mo- 
rocco Co. His long service in this ca- 
pacity has given Mr. Hamilton a com- 
prehensive understanding of the re- 
quirements of the trade. 

The firm has adopted the trade name 


| “Premo” and for the present will spe- 


cialize in two shades of brown kid. 

Agencies will be maintained in the 
principal leather and shoe manufactur- 
ing centers. 


L. J. Barnet Rejoins J. S. 
Barnet & Sons, Inc. 


Boston, MAss.—J. S. Barnet & Sons, 
Inc., the well-known calfskin tanners 
of Lynn and Boston announce the re- 
turn to their organization of Lucius J. 
Barnet after a period of retirement 
from active business. This news will 
be welcome to his wide circle of 
friends, for few members of the tan- 
ning industry are more popular than 
Lucius Barnet. 


A Correction 


In the M. D. Pollinger advertise- 
ment appearing on page 110 of our 
October 26th issue, we erroneously ran 
prices on Polly Clips at $2.95 per gross 
and $1.60 per half gross. These prices 
should have been $5.00 per gross and 
$2.75 per half gross. 
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WHERE TO BUY 
Men’s Shoes 


STEADY PROFITABLE 
BUSINESS IS WANTED.SELL- 
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“A MAN’S DECISION” 


THE 


SHOE 


Boston—183 Essex Street 
N. Y.—915-917 Marbridge Bldg. 


Brockton, 
Mass. 
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WHERE TO BUY 


Women’s Shoes 


EO re ee 
FOR WOMEN 


EBBERTS SHOE CO., INC. 
Buffalo, N. Y. STOCK 
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Bowling Shoes 


A EE ee 


BOWLING SHOES 


IN-STOCK 
Smoked Elk 


$3.20 


BROOKS 
SHOE MFG. 


Swanson and Ritner Sts. Philadelphia, Pa. 
Los Angeles, 1162 So. HII Street 


“Coast 
prices 
slightly 
Mgher”’ 
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WHERE TO BUY 


Skating Shoes 


6 6 EF 


€@THCO 


SKATING SHOES 


No. C5300F — All sizes in stock 
for immediate delivery. 
Write today for com- 
plete catalog of ATHCO 
Athletic Shoes. 
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WHERE TO BUY 
Men’s @ Women’s 
Slippers 





MULES and D’ORSAYS 


FOR MERCHANTS 
WHO DEMAND QUALITY 


Send for Beautifully 
Illustrated Catalogue 
eautiful oudoir F oot wear 

. 
rass Dros. & ['einroth 


New York 








7 East 17th Street 








PARISTYLE FOOTWEAR MFG. CO., INC. 


Factory and Salesrooms 
40-46 West 25th St., New York City 


Catalog 
sent on 
request 


High Grade Turn Mules and D’Orsays 


Poreerrey (greene? 





$2.35 


L. B. EVANS’ SON ©CO., Wakefield, Mass. ’ 











MEN’S FINE 
HAND TURNED 
SLIPPERS 
Manufactured 


by 
Prices from 
$2.15 to $3.50 W. 8S. CHASE & SONS 
Haverhill, Mass. 


Boston Office: Room 501, Statler Bldg. 
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Testing Innersoles In the 
Display Window 


Boston, Mass.—An unusual window 
display, designed to emphasize the 
qualities claimed for the Onco inner- 
sole, recently was installed at its Bos- 
ton office, 76 Lincoln Street, by the 
Brown Co., of Portland. Arranged 
across the width of the window were 
an electrical refrigerator, a glass jar 
full of household ammonia, a large 
glass dish in which water was kept 
boiling, and an electrically operated 
oven. 

One test, designed to show the re- 
sistance of the innersole to extremes 
of heat and cold, consisted of boiling 
the soles in water for fifteen minutes, 
baking them in the oven at a tempera- 
ture of 250 degrees for the same length 
of time, returning them to the boiling 
water, and then transferring them to 
the refrigerator until frozen. From 
the refrigerator they went again to the 
oven. 

Another test illustrated the claimed 
absorptive quality as well as its ability 
to maintain its original condition when 
subjected to the action of ammonia, 
which is the harmful ingredient in 
perspiration. The innersoles, in under- 
going this test, were immersed in am- 
monia for 24 hours and then tested for 
tensile strength, flexibility and other 
qualities. This test showed also that 
the sole absorbs its own weight in 
moisture, only two of the ammonia 
soaked soles being sufficient to balance 
four dry ones on a pair of household 
scales placed in the window. 


J. Rickard to Manage New 
Frisco Department 


SAN FRANCISCO, CAL., (UTPS).— 
The City of Paris department store 
announces that early next spring they 
will have their own shoe department 
under the managership of J. Rickard, 
who comes from Bullock’s, Los Angeles. 

Carol Wills, who now operates the 
City of Paris shoe department as a 
concession, finds that his two depart- 
ments in the recently opened Capwell, 
Sullivan and Furth store in Oakland 
are demanding his time, as are his 
other interests, so that when his lease 
expires for the City of Paris conces- 
sion, he will discontinue that depart- 
ment. 


Makes Small Space Produce 


LONG BEACH, CAL., (UTPS) .—Prov- 
ing that a good shop can be operated 
in a small space, a new Enna Jettick 
store was recently opened at 417 Pine 
St., Long Beach, with L. W. Arnold as 
manager, the total floor space being 
but little over 200 square feet, and yet 
“business has been good” right from 
the start. 

There are chairs for fifteen cus- 
tomers, and, with the mezzanine, stock- 
space for over 2000 pairs of Enna Jet- 
ticks. The Long Beach agents for 
these shoes are W. G. Godman and 
L. V. Ray, and the store has been 
opened under their auspices. Godman 
and Ray personally manage the shoe 
department of the Long Beach Empor- 
ium. 
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Cold Weather Needed to 
Stimulate Trade 


CINCINNATI, OH1I0O—Merchants do not 
seem to be as much pepped up over 
prospects for a big winter season as 
they were a few weeks ago. Sloppy 
weather during the last half of October 
kept sales down, and retailers are pa- 
tiently waiting for cold weather, as it 
seems that this is what is needed to 
stimulate sales. Business was fairly 
good the first half of October, but sales 
did not run high enough to overcome 
the slack days felt during the last half, 

A sprinkling of everything has been 
moving, and different retailers list dif- 
ferent things as leaders. Some stores 
are having better success with sucde 
than with kid, while others report kid 
to be selling 50 per cent better than 
suéde. Reptile is considered better than 
it was a short time ago, and merchants 
are placing pretty heavy orders for 
reptile shoes for November and le- 
cember delivery. Evidently they ex- 
pect this material to be better a little 
later on. 

Sport shoes have been very good for 
some time, and oxfords right now are 
at their best. Snappy ties are good and 
opera pumps are regarded as the best 
type of shoe that is being offered. 

It seems that the tendency for heels 
on the late arrivals is toward the 
tapering type. Tailored heels are con- 
sidered good also. There is a fair de- 
mand for straps and pumps with small 
buckles. 


Berlin Postpones Leather Fair 





WASHINGTON, D. C.—The Interna- 
tional Leather Fair which was to be 
held in Berlin in August, 1930, has 
been postponed to Sept. 18-21, 1930, the 
shoe and leather manufacturers divi- 
sion, Department of Commerce, an- 
nounced Oct. 29. The announcement 
follows in full text: 

This change of date was made so as 
to enable the shoe industry to exhibit 
its Spring collections and in order to 
bring the time of the fair nearer to 
that of similar exhibitions in Paris and 
London. By this means it is hoped to 
assure a larger number of foreign 
visitors, 

It is reported that such a large 
number of space applications has al- 
ready been received that a more com- 
prehensive display of the leather in- 
dustry in all its branches is assured 
than has ever been offered at former 
German leather exhibitions or fairs. 


Manufacturers Again Urze 


Early Spring Buying 


HAVERHILL, Mass. — Seasonal slack- 
ness marks the local industry, with 
a few exceptions. Immediate busincss 
has not developed in any great volume 
as the result of short trips taken into 
the big city markets by salesmen from 
local factories. Manufacturers 
lining up organizations for the 
season and sampling of the new s 
has started in some instances. 50! 
fill-in business has come in. M 
facturers are advising buyers to 
pare for an early opening of spr! 
warning against late buying and 
consequent dangers of factory co: 





tion. 
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Survey of Tennis Shoe Stocks 


New YORK—At the request of the 
Rubber Manufacturers Association, the 
Department of Commerce is making a 
survey of dealers’ stocks of tennis shoes 
as of Nov. 1 by means of questionnaires 
mailed to some one hundred and thirty 
thousand retail dealers throughout the 
country. This will be the first of an 
annual series of surveys of dealers’ 
stocks of tennis shoes made by the De- 
partment of Commerce in cooperation 
with the Rubber Manufacturers Asso- 
ciation, similar to those previously in- 
augurated which cover other rubber 
footwear and tires. 

It is expected that the statistical data 
thus obtained each year will be of con- 
siderable value not only to the manu- 
facturers of tennis shoes but also to 
dealers throughout the country. Ar- 
rangements have been made for distri- 
bution of the results of the survey to 
dealers through their national organi- 
gation. Preliminary and final figures 
will also be announced through the 
press by the Department of Commerce. 


Brown Shoe Co. to Go on Air 


St. Lours—Brown Shoe Company 
will go on the air beginning Friday, 
Nov. 15. The entire Columbia network 
is being used, comprising something 
over 40 stations. 

Every Friday evening, at 8 o’clock 
Eastern time and 7 o’clock Standard 
time, this network will broadcast 
“BROWNBILT FOOTLITES.” The 
program will be repeated on the Pa- 
cific Coast at 8 o’clock Pacific time and 
9 o’clock Mountain time so that the en- 
tire United States will get the broad- 
cast during the two hours recognized 
as the best radio period of the day. 
Friday night was selected because chil- 
dren are usually permitted to stay up 
longer on that evening. 

“BROWNBILT FOOTLITES” is 
dedicated to the thousand of retailers 
who sell Buster Brown and Brownbilt 
shoes, and the millions of wearers of 
Brown’s products. 


Business Watchword for 
Boston Show 


BostoN—The slogan for the Boston 
Shoe Style Show to be held at the Ho- 
tel Statler, Boston, Mass., Jan. 14, 15 
and 16, 1930, will be “A Business Show 
for Business Men.” Reservations for 
tooms for buyers at the Hotel Statler 
during the three days of the show are 
said to be arriving in increasing num- 
bers. They can be made through J. G. 
Brown, managing director of the show, 
210 Lincoln Street, Boston, Mass. 


Fire Damage in Eastwood 
Store 


Rocuester, N. Y., (UTPS).—Slight 
damage from water was suffered by 
the State Street store of Wm. East- 
wood & Son Co., recently when flames 
originating in a storeroom on _ the 
second floor of the Powers Building, 
in which the store is located, gave fire- 
men a stiff two-hour battle. 

The fire filled most of the building 
with smoke before it finally was ex- 
tinguished. Firemen confined the 
flames to the second floor. 
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Service for Suedes 


The automobile manufacturer 
supplies a detailed text book with 
each car he sells and stresses the 
necessity for his customer’s study- 
ing it, knowing that proper treat- 
ment will keep his car in good 
condition. The housewife is told 
how to keep her gas range, her 
vacuum cleaner and other house- 
hold appliances in order. But not 
one buyer of shoes in ten is ever 
given any idea on how to take 
care of the shoes she buys, though 
so diverse are shoe materials to- 
day that nearly every one requires 
a treatment differing from all 
others. 

Suede leathers, porous and ab- 
sorbent, because they are finished 
on the flesh side, can be stiffened 
and made shapeless by too heavy 
applications of liquids. They can 
be covered too heavily with a dry 
powder or stick, so as to soil ev- 
erything with which they are 
brought in contact. You can spoil 
anything by not using it prop- 
erly, but the woman who com- 
plains that her shoes are hard or 
that they crock and spoil her 
hosiery, will be the last one to 
admit that the fault lies with her 
and not with the leather in the 
shoes she bought. 

So it is advisable to instruct the 
customer at the time of the sale as 
to the treatment of the shoe after 
it is in the customer’s possession. 
Suede leather has been brought to 
a point where it will prove as sat- 
isfactory in service as any shoe 
material if it is used for its proper 
purpose and treated in accordance 
with its requirements. 

To dress with any of the better 
liquids let the customer be cau- 
tioned not to use too much so 
that the leather will be soaked 
through, and after drying let the 
nap be lifted gently with a not too 
stiff brush, never a harsh one. In 
the interest of uniformity, dress 
both shoes completely. 

To dress with either of the two 
forms in which dry dressings are 
applied, the stick form or the loose 
powder, care should be taken to 
make the application thorough, 
whether locally to a soiled spot or 
to the shoe generally, and with 
equal thoroughness brush off the 
surface dust. 

Dry dressings work by getting 
under the nap and, when properly 
made, staying there. The rubbing 
in of the felt pad or bag or cloth 
that is a part of the process 
brings this about. If, however, 
the treatment stops here, there is 
an amount of pigment loose on 
the surface, likely to come off at 
the touch. A brushing to remove 
this surface dust is essential, but, 
once it is removed, there is no 
more tendency to crock than in 
the new leather. 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 


8 88 A 


“POMPOM” 
HOUSE * 


* KENDALL 








suiPpPER ==" 


FOR YOUR BEST CUSTOMERS 

AND A GOOD 

MONEY MAKER 
N 


I 
STOCK 


id On 
SEND FOR CIRCULAR 
OF KENDALL'S BALLETS 
Dept. C 











KENDALL SHOE COMPANY * 
HAVERHILL, MASS. 








ALL LEATHER IMPORTED 
CZECHO SANDALS 


© oe ae sa 


R. STERN COMPANY 
Irwin W. David, General Manager 
413 Fourth Avenue New York City 





The 

Word in 

Quality 

Slippers “Wnaes 
TUPPER SLIPPER CORP. 
200 Tillary St. Brooklyn, N. Y. 











Turned 


° ° 
The Daytime Slipper 
Made of the finest quality mate- 
rials—lined with genuine gray or 
champagne kid—hand lasted full 
breasted Spanish heel—steel shank 
—genuine leather counter—sole of 
first quality (8 iron) leather, 
Order a sample pair toddy. 


Sachs & Vigorith, Inc. 
Makers of Hand Turned Footwear 
1401 Central Parkway 
Cincinnati, Ohio 





WHERE TO BUY 
Men’s & Women’s 
Slippers 


Cel il eel ei eile eli elie elie tial 





Greatest Value 


$1.65 


E wide, 3 to 9. 
Send for sam- 
ples and we 
will prove it. 
WM. SUMNER SMITH 
325 W. Monroe, Chicago 











WHERE TO BUY 
Ballet Slippers 


el li eli eh 





it 


Rights and Lefts 
Two Grades 
Wos. Miss. Chi. 


$1.50 $1.45 $1.40 
1.85 1.30 1.25 


In Stock 
325 West Monroe 


wM. 
SUMNER 
SMITH 
Chicago, IIl. 











BLACK KID BALLET SLIPPERS 


MADE ON RIGHT AND LEFT LASTS 
Wom. Miss.Childs 
600—(Top Grade) 1.45 1.40 1.85 
60 -30 1.36 1.20 
Coast Prices Slightly Higher 


Brooks Shoe Mfg.Co. 


Philadelphiae— IN 
Gwanson and Ritner Sts. STOCK 
Los Angeles—1162 So. Hill st. 


Black Kid 
Expertly Designed Ciaran 
w 7 s 
; 1.40 
Ne. 500—) wooo 200 1.90 


H. F. MALOTT SHOE CO. Manufacturers 
1915 Girard St., Chieage 





Soft Toe 
Turn 


le Ne 
et mee 





oeedaaitirat ee teeeen 
es CERT ET 





DANCING SANDALS 
(ALSO USED IN GYM —— 
CLASSES) - 
eee see / (7 


in black kid. Only pear! 
carried in stock. 


Price 75¢. 


BROOKS SHOE MFG. CO. 
Ritner_and_ Sw Sts.. Philadelphia. P: 











BALLET SLIPPERS—IN STOCK 
/ of the unusual kind 
B102 Bik. Kid H Turn 
Soft Toe 

Child’s 6 to 11—$1.35 
Misses 11% to 2— 1.40 
Women’s 2% to8— 1.45 

Also Hard Toes 

ARTZ & HERDER, Inc. 








AS Se. Ie 
2dt*No 11th st, Philedelphin Pa. 








Know Your Mark-Up 


[CONTINUED FROM PAGE 39] 


has nothing to do with the costs as car- 
ried through in the merchandising 
office. 

It will be universally conceded that 
a cash reduction equivalent to 5 per 
cent of the entire year’s business will 
liberally take care of any price reduc- 
tions necessary to clean stock. 

Reduced prices on shoes not sold are 
only tentative. Actual losses cannot be 
figured until the merchandise is sold. 
For instance, a group of, say, one thou- 
sand pairs of shoes originally marked 
to sell at $7.50 per pair, reduced to 
$5.95 and P. M.’s, are a loss to the store 
only as each pair is sold, and the loss 
appears in the maintained mark-up each 
month. 

Every day in a shoe store should be 
a sale period, devoted to the movement 
of undesirable merchandise. A residue 
of season-end styles can be closed out 
during a July or January sale, but 
stocks can dnly be kept clean through 
selling some undesirables every day in 
the business year. Moderate reduc- 


| tions to a uniform price, grouping of 
| such styles in a section by themselves, 


together with a liberal P. M. system, 
will eliminate the greatest problem if 
it is adopted by all shoe stores. This 
is the necessity for repeated sales, and 
the demoralizing effect on the buying 
public of putting shoes on their feet 
at all seasons at their own price. 

Know what you are doing with a 
maintained mark-up. It must cover 
all expense, a depreciation account of 
5 per cent of the gross sales, the per- 
centage paid monthly for P. M.’s (which 
in this article are considered as a re- 
duction of the selling price of the mer- 
chandise and so is deductable at the 
end of each month from the gross 
maintained mark-up) and at least a 5 
per cent profit. 

There is no set rule for the initial 
mark-up on shoes. An ever-increasing 
business must meet competition with 
an adequate return in net profit and 
also continue to increase. How this 
is to be accomplished is always a prob- 
lem. Daily sales, properly computed, 
and the daily maintained mark-up as- 
certained in comparison with the daily 
expense, give exactly the necessary 
original mark-up required. It is there- 
by putting shoes before the buying pub- 
lic at all times at the lowest possible 
price, but at a fair profit to the store. 


Listed below is a table of expense, 
and the items incorporated in this ex- 
pense, which must be covered in rec- 
koning, maintained mark-up. 

At these expense figures a main- 
tained mark-up of 38 per cent is nec- 
essary. 

The P. M. system of reduction is an 
item of considerable importance. If 
1% per cent of the entire volume is 
paid as premiums to the sales force 
for the disposal of undesirable mer- 
chandise, it is no doubt the most effi- 
cient manner of keeping shoe stocks 
clean. This premium is, in reality, a 
division of profits with the selling force, 
which tends to keep them loyal and 
efficient. 

No shoe store, as it progresses and 
its business grows, can retain the same 
ratio of cost and selling. If a business 
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of, say, $100,000 can operate profitably 
at a maintained mark-up of 38 per cent, 
this same business, after having reached 
the $200,000 mark, can operate at a 
greater profit on a maintained mark-up 
of 30 per cent. To continue growing 
rapidly after reaching a possible satis- 
factory volume, this lowering of main- 
tained mark-up (which means greater 
value per pair to the public) beconies 
absolutely necessary. 


Expect Normal Business in 


Shoes 
[CONTINUED FROM PAGE 73] 


tion on retail business or the dem:nid 
for merchandise. While production in 
men’s and women’s shoes has shown an 
increase in recent months, it is felt that 
there has been nothing approximating 
over-production, for retailers have heen 
holding strictly to the practice of huy- 
ing for the immediate future only and 
retailers, generally speaking, have 
their stocks in a healthy condition. 

The buying movement and the up- 
ward trend in stock prices which ‘0l- 
lowed the heavy liquidation seems to 
confirm the opinion expressed in the 
statement of the New England a:so- 
ciation that the market crisis was in- 
duced largely by psychological cai 
and this view is confirmed by the st::t« 
ments issed by various banking in-ti- 
tutions and by economists of recogn zed 
authority. 


Successful Publicity Stunt 


SEATTLE, WASH.—Wallin & Nord 
strom made a very successful capital 
out of a purely press agent stunt 
week, when the A. B. Marcus “Y 
& Beauty Revue” was headlining at t 
Orpheum Theatre. The entire casi of 
girls was given an extensive tour of 
city with two or three stops for sh» 
ping tours. They descended on Wallin 
& Nordstrom’s and bought shoes rather 
extensively. 

The following day this enterprising 
store was out with a two-column ({if- 
teen-inch advertisement showing «uts 
of the Autumn modes selected by the 
revue cast, with a foot-note giving the 
names of the girls who had person:lly 
selected the styles. The shoes wer. of 
course, featured in the store’s dis)ay 
windows and from the number ot! 
quiries for those particularly feat 
it was evident that the stunt w 
successful one. 


Buys Seattle Store 


SEATTLE, WASH.—Jack Connors «ho 
has operated the Landis Electric ~ 10¢ 
Repair Shop of Edmonds, Wash., ‘or 
the past five years, has bought ou E. 
M. Jordan’s Service Shoe Shop on 'ur- 
yea Street between First and Secc 4. 
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William Glazer Manager 
at Stewart’s 


NEW YORK—William Glazer, former- 
ly of I. Miller’s Fifth Avenue Shop and 
recently of Bonwit Teller shoe depart- 
ment, Philadelphia, is taking charge of 
the Stewart shoe salon recently opened 
on Fifth Avenue. 

The department is ultra modernistic, 
the blends of precious woods are the 
packground for three color interiors, 
lemon yellow, blue and beige. Modern- 
istic chairs and footstools blend the 
true salon atmosphere. Smart show 
cases, Modernistic lights expressing 
leisure comfort all tends to make this 
department an outstanding one of its 
kind. 

The merchandise is of the highest 
class. Special cases for opera wear, 
spectator sports, etc., are arranged ar- 
tistically here and there on the floor. 
Mr. Glazer is very enthusiastic about 
the department, which promises many 
new ideas for Fifth Avenue. 


To Stock Men’s Shoes 


New YorK—The Physical Culture 
chain of retail stores, heretofore spe- 
cializing in the selling of women’s or- 
thopedic and semi-dress shoes, is stock- 
ing a line of men’s shoes in all of their 
stores and also intend to put in chil- 
dren’s footwear in the very near future, 
according to an announcement by L. A. 
Horan, general manager. 

While one or two of the stores have 
carried a few lines of men’s shoes in 
the past, it is now planned to go into 
the retailing of both men’s and chil- 
dren’s shoes in a broader way, and 
place them in all shops of the circuit. 


First Compo Factory 
on the Pacific Coast 


The Compo Shoe Machinery Corp. re- 
ports that the Pacific Coast will soon 
have its first plant turning out wom- 
en’s high-grade Compo Process shoes. 
The machinery is now in transit. The 
plant is that of Harding-McMinn Shoe 
Corp. of Santa Monica, Calif., and the 
officers of this firm have spent a large 
amount of time and travel in leading 
shoe centers to determine the most 
modern means and methods of equip- 
ping their factory. 


Bostonian Club Dance 


WHITMAN, MASss.—The first annual 
concert and dance of the Bostonian 
Club, composed of executives of the 
Commonwealth Shoe & Leather Co., 
was conducted in Whitman Town Hall, 
Oct. 29, with an unusually heavy pat- 
Tronage. Early in the evening there 
was a fine program of classical and 
popular numbers by McEnelly’s Or- 
chestra, of Victor recording fame, after 
which the same musicians furnished 
music for dancing. The committee in- 
cluded Herbert C. Otterberg, chairman, 
Charles H. Jones, Jr., Charles B. 
Pierce, Carl E. Waugh, E. Clifton 
Taft, John Santry, Walter J. Avery, 
Fred O. Jenkins, and Fred Westman. 
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American Leather Producers 
Inc. May Suspend 


New YorK—T. R. Elcock, secretary 
and managing director of American 
Leather Producers, Inc., has resigned, 
effective Nov. 1. 

Mr. Elcock has been at the head of 
the cooperative publicity and educa- 
tional work in the leather industry 
since 1923. He came to the industry 
after the war and was advertising 
manager of The United States Leather 
Co., later its secretary. Since 1926 he 
has devoted all of his time to the affairs 
of American Leather Producers, Inc. He 


will enter the investment banking busi- | 


ness. 

At the meeting of the Tanners 
Council of America in Buffalo an- 
nouncement was made by S. K. Mul- 
ford, Jr., president of American Leather 
Producers, Inc., that unless the latter 
received more co-operation and support 
its affairs will be liquidated December 
31. It was said that a questionnaire 
would be sent out in the next few weeks 


to determine the attitude of the tanners 


toward the work. 


Evening Slippers Now Being | 


Shipped 


CINCINNATI, OHIO—Some few fac- 
tories are sold up a few weeks ahead, 
while others have caught up on their 
cutting. A plant here has increased 
its capacity from 1200 to 2100 pairs 
per day and has been running at full 
speed since the first of the year. The 
firm makes welts to retail at $5.85 and 
$6.85, and are now sold up to February. 
The entire output of the factory is 
marketed through jobbers. 

A fairly nice volume of mail orders 
are coming in for winter shoes for 
delivery between now and the first of 
the year. Manufacturers of evening 
slippers are shipping out quite a few 
of these for holiday sales, but it is said 
that the majority of orders for this 
type of footwear are for only a few 
pairs of a kind. Quite a bit of brocade 
satin and crépe is being cut, and mer- 
chants are buying pretty freely of this. 

Oxfords are apparently going over 


big with retailers, as many had to place | 


reorders for oxfords before the season 
was more than a few weeks old. 


To Feature Paris Styles 


SAVANNAH, Ga. (UTPS) — “Andre 
of Paris,” is the name of the new shoe 
department which has just opened here 
under the management of W. Latz, of 
New York City. The department occu- 
pies a section of Barnard’s, a new 
ladies - ready -to- wear establishment, 
which has just opened for business. 

The store carries a high class line of 
women’s shoes, selling for $10.50 and 
$12.50, designed by Andre of Paris and 
manufactured by leading American 
manufacturers. A full line of Miller 
hose and bags and some Miller shoes 
are also being carried. Mr. Latz has 
two assistants, one of whom is J. D. 
New, also of New York. 

According to Mr. Latz, this is the 
first department under this name of 
which many are to be established 
throughout the country. 
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WHERE TO BUY 
Spats 





Manolis Spats 
Can’t Be Beat 


The oldest spat manufac- 
turers in middle west sell- 
ing cirect to the retail 
stores. Prices $10.50 to 
$30.00 doz. pairs. 


Manolis Mfg. Co. 
4248 No. Crawford Ave., 
Chicago, til. 














WHERE TO BUY 
Ballet Slippers 


or ' 





Black 
ppers 


$1.25 


In Stock Ballet 
Sli 
Ladies’ 
Misses’ $1.20 
Childs’ $1.15 
BLOG SHOE CO., INC. 


147 Duaane Street 
New York City 


pair 
pair 
pair 














Popular Aesthete San- 
dal in Faun and 
Gray suede. Also, 

full line of danc- 

ing footwear 

and accessories. At once 
service. Send for catalog. 





Coast Representative: 
MR. A. F. WINSLOW 
5205 El Rio Avenue, 

Eagle Rock, 
Los Angeles, California 
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WHERE TO BUY 


Shoe Ornaments 


i i i 


— 


SHOE 
ORNAMENTS 
for 


MANUFACTURER 
and 
RETAILER 


THE 
REYNOLDS i> COMPANY 


Previdence, Rhode Island 














WHERE TO BUY 
Spats 


SPARTON 


SPOTPRU FpATs! 


ae 


profits. BEFORE 
Rub the spot or stain with a Pere — 
and presto!—a fresh spat. 
Twice as easy to sell as ordinary spats. 


CHAS. F. CLARK, Inc. 
1403-1409 W. Congress St., CHICAGO 


Thie new 
idea in spate 
this fall will 





Church’s 
Imported Cloth Spats 


Also white linen spats for formal 
and theatrical affairs. 


LYONS & COMPANY 
122 Duane Street New York, N. Y. 














ON APPROVAL 
WE CARRY STOCK FOR YOU! 


PRICES: 


COLORS: 
Pearl and Medium 
Grey, Light and 
Medium Fawn. 


Before paving. Spats, let us ship on approval 

or 2 dozen for your inspection. We stock-up 
ae oe and size-ups, no matter how small, 
are thipped at on al When ordering samples 
wan' 


specify price 
GOLD SEAL 


836 Broadway New York 





DUNHILL SPATS 
TOPS THEM ALL 
IN STOCK NOW 


All _Sellin, Color: 
$0.50 to $36.00 oe dozen 
Samples on Request 


STAR FOOTWEAR MFQ@. 


and Nerrls 
Philadelphia 


| Palace. 














Nationally knewn 
—nationally ad- 
vertised. A com- 
plete line of fine 
spats—to retail 
from $1.50 te 
65.00. 


Send for price 
list. 


S. Rauh & Co. 
650 Sixth Ave. 
New York 











Billy Rogers 


Shoe Merchant 


[CONTINUED FROM PAGE 47] 


it, damned—I’ll spell it if you like— 
one-strap pumps. They are marked now 
at $3.35—cost me $2.15. Two pairs will 
cost me $4.30. I’ll offer a second pair 
for ninety-five cents. One pair for $3.35, 
two pairs for $4.30. I'll write some 
copy on it.” Billy wrote for a few 
minutes and then tossed a piece of pa- 
per over to June with ill-concealed 


| pleasure. 


“Hm,” June reread the copy thought- 
fully. “Isn't that like the Rexall sale 


| idea—-get a second one for a cent?” 


“Sure it is—and it’s a jolly good 
idea. That’s why I’m going to use it 
in working off these old numbers. [I'll 
bet that ninety-five cent idea will click 


1 —want to bet on it?” 


“Certainly not—but if you do use it, 
have Mr. Jones from the Courier pretty 
it up so that it doesn’t look so awk- 
ward.” 

“Don’t worry—we’ll make it look like 
a million dollars—and sa-a-ay, old hot, 
why not let me have a picture of your 
foot—Cinderella’s beautiful hot dog— 
to doll it up—” 

“You said you had another idea—if 


| so, talk sense,” June flushed as she 
| spoke. 


“Well, I’ve two ideas. One I swiped 


| and one’s me own. The pinched one is 


to run a beautiful foot contest—you’ll 
be barred, as no employee of the con- 


| cern can take part—and besides no one 


else would have a chance.” 
June shook her pretty head very em- 
phatically. “Billy Rogers, you must be 


| crazy. That kind of thing might be all 
| right in a big city or a beach resort. 
but here—in Fretton!” 


“Ha, jealous, eh? Well, my idea 
was to have it put on at the Fretton 
I put up the shoes as prizes— 
the theater gets the crowd. All men— 
cept me, magnificent—like to see pretty 
legs and——you get the idea don’t 
you?” 

“Of course, silly. But how’s that 
going to help you get down your stock? 
Isn’t that what you wanted to do?” 

“Gosh, that’s so. Well my other idea 
—my idea will do it. I’m going to 
start an Opportunity Shelf. I’m going 
to hang a swinging shelf in the window 
and on it put samples of any numbers 
of shoes I want to clean out. I’ll have 
perhaps six shoes on the shelf. Above 
each shoe will be a card telling the 
number and price. Above that will be 
a larger card saying ‘All shoes on this 
shelf will be cleared out at 25% off. 
Come inside—see if your size is left.’ 
Tacked on the front of the shelf and 
hanging below it will be a long, narrow 
card reading: 

ROGERS’ OPPORTUNITY SHELF— 


WATCH IT FOR YOUR OPPOR- 
TUNITY. 


| Inside the store I’ll have another simi- 


lar shelf hanging against the wall. On 
it will be samples of the same shoes as 
I put in the window. But here, I'll 
have a label on each shoe giving the 
number of pairs of each size in stock. 
Got the idea now, wonderful?” 

“Yes, that seems good-——when are you 
going to try out these brain waves of 
yours? 

“T’ll put the shelf up tomorrow—and 
the Cinderella stunt I’ll pull off on Fri- 
day next. So now, marvelous, suppose 
we call it a day?” 


86: 


| . First thing next morning, Billy and 
Lyman Acks got busy on fixing up the 
Opportunity Shelf. Acks, with that 
knack of his, developed by years of 
window trimming in New York for the 
chain store concern for which he had 
worked, made a really attractive ar- 
rangement. He induced Billy to make 
the shelf much smaller than he had 
planned originally. 

“Ye see Mr. Rogers, if you have it 
too big it kills everything else in the 
window—and as I get yer idea, what 
you aim to do is to make the Oppor- 
tunity Shelf a second issue, like?” 

Billy nodded. “Of course I don’t 
want folks to think that clearance lines 
is the big end of the business.” 

“That’s what I doped out, Mr. 
Rogers. When I worked for the chain 
people, we had a guy come around and 
give us pep stuff on fixin’ up windows. 
He toid me that no window should have 
more than one story to tell. That's 
how he put it. He says, if yer cuttin’ 
price, cut it all over the window; if yer 
talkin’ quality, have all yer tickets play 
the same idea. See what I mean, Mr. 
Rogers?” 

“Ye-es, but we can’t do that. I’m 
not running a sale on these clean-outs.” 

“But that chap used to say,” Lyman 
Acks went on speaking as though Billy 
had said nothing at all, “ ‘if yer ever 
got to run two ideas, have one over- 
emphasized and the other underempha- 
sized.’ So, acting on that dope, I'd say 
make the shelf as small as you can 
and still be seen.’ 

Before noon time the shelf was fixed 
and Billy viewed the result with satis- 
faction. It looked neat—it had a posi 
tion on the “quick eye” esi-and told 
the story simply and with conviction. 

“That’s a good idea ‘Lilacs’ and well 
worked out—if it only sells shoes. Now 
fix up another shelf here against this 
wall,” and Billy indicated the right 
hand side of the store, about half way 
down and easily accessible by both men 
and women customers, “and make this 
one a bit longer and narrower. We 
can’t afford to let it stick out too far. 
It?ll look awkward, so make it longer 
and we'll show the shoes side view.” 

Just at that moment a delivery of 
overshoes was made, so Billy and 
“Lilacs” took care of putting them 
away. It was a job to find room for 
them, as the store was still overcrowded 
with shoes. Billy had found out the 
truth of what Emery Parker, his old 
boss, told him some time ago—that he 
couldn’t stop buying until he got the 
stock down where it belonged. True, 
for the past two months Billy had kept 
his stock moving better—but the origi- 
nal overpurchases and poor buys he 
made when he opened the store were 
still cluttering up the place. He still 
had to pay Parker the five dollars a 
week for use of the shed back ot 
Parker’s store. 

Billy’s volatile, optimistic nature 
would not allow him to worry for long. 
He felt that his new activities would 
quickly pull down that dead_ stock. 
However, when he walked over to the 
shed later that day and viewed the de- 
pressing disarray of out-of-style shoes 
Billy had a return of that cold, un- 
comfortable feeling at the pit of his 
stomach. ; 

That night June pointed out to Billy 
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that he needed about two thousand 
dollars in four days. “You had better 
see Jethro Blunt and try to borrow it. 
Else, honey, you’ll lose your discounts.” 

“Gee, I just hate to go to that bird 
somehow. Of course, he’s a fine chap— 
put he looks at things so cold and—and 
—that guy’s no imagination, that’s 
what’s his trouble and he’s always go- 
ing out of his way to find things, in 
our figures, to look anguished about.” 

“Well, Billy boy; better have some 
figures to show him. I’ve got these for 
you to take. I think they’re all he’ll 
want and I know they’re correct.” 
June handed Billy the following: 


Fixtures (depreciated 5 
per cent semi-annu- 
ally) 

Inventory at cost 

Accounts payable 

Cash in bank 

Accounts Receivable.... 


$2,056 


1,809 
1,430 


“Well,” Billy spoke cheerfully, “that’s 
better, isn’t it? I’ve got a pretty good 
bank balance. And then I’ve got all 
my new stock of rubbers and overshoes, 
and that late fall line of women’s shoes. 
Sitting pretty for stock and a lot not 
due for payment till December 10th. 
Say, I’ll not need two thousand. Old 
Blunt told me not to get more than I 
actually needed—” 

“If you get it at all,” interposed 
June. 

“That’s right, hang up the crepe! 
That line of yours is as funny as a 
crutch. But I mean it, gorgeous, I 
won’t get more than I need—no fun 
paying for money I don’t need.” 

“That’s how I was figuring, Billy. 
If you borrow two thousand, you’ll have 
to leave twenty per cent on deposit.” 

“What! What’s that for?” 

“I don’t know exactly,” confessed 
June, “but all banks do it. I suppose 
it’s to make you always have enough to 
keep the account with a minimum de- 
posit. I know if you have less than 
so much in the bank they charge a 
dollar a month for service.” 

“Looks like a raw deal,’ muttered 
Billy. “Believe me, kid, when I get 
this damned overstock cleaned out, I’ll 
never use the bank again.” 

“You haven’t used it at all yet—and 
‘never’s’ an awfully long time,” June 
retorted tartly. 

“Say, lay off that croaking. It’s bad 
enough without you joining in the 
chorus.” Billy’s temper flared up. 

“What do you mean, Billy Rogers? 
Here I run your books for you—.” 

“Yeah, and I pay you for it too, don’t 
forget that.” 

“Sure, you do, five dollars a week— 
get anybody else to do it for twice that. 
And you’d better arrange that little 
thing right away, Billy Rogers, for I’m 
through. I’m sick of giving up my 
evenings, never go no place and all I 
get is insults when I try to get you to 
see what a a silly ass you are!” 

“If that’s how you feel—,” Billy be- 
gan, then his good sense overcame his 
quick but always short-lived temper— 
Listen, June. You and I are both 
tired. I’m sorry. Suppose we drop 
everything and go to the Palace— 
there’s sure to be a good picture on.” 
_ June shook her head. “No Billy. 
I'm really tired—remember I work 
pretty hard all day. Take me home. 





I'd like to get a good night’s sleep— 
if I can.” 
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What happened the next few minutes 
was interesting only to the two young 
people. But in less than five minutes 
they were walking down Mill Street 
chattering happily. ; 

Next day Billy braced himself for his 
interview with Jethro Blunt. As he 
entered the bank he rather hoped that 
the president would be busy. If he had 
just a few more minutes to pull him- 
self together! No luck; hardly had 
he got inside than there was Blunt 
square in front of him. 

“Hello Rogers, want to see me?” 

“Yes, if you can spare a few min- 
utes,” was what Billy said. What he 
thought was—“Banks seem able to make 
you feel you’re all wet. Last time I 
wanted to see him right away—and I 
was left to cool off for half an hour. 
Now when I’d have been willing to wait 
a few minutes, the old bird’s standing 
on the step, like he was a reception 
committee. Oh, well, why should I get 
all het up—he can but say no.” 

“Sit down, Rogers—business good?” 

“Yes, pretty good. Getting things in 
better shape—but I figure if I could get 
two thousand dollars it would enable 
me to take all my discounts—that’s 
what you told me I ought to do,” Billy 
added as an afterthought. 

Blunt gave just the suggestion of a 
smile, as if he were enjoying a joke 
all to himself. Then he said, “Let’s see 
your assets and liabilities statement— 
if you have one with you.” 

“Sure, I have” and Billy passed it 
over with an air of confidence, yet with 
an undefined feeling of uneasiness. 

“Well, well, Rogers, now let’s com- 
pare it with the last one,” and to Billy’s 
surprise he opened a drawer and took 
out a folder. In that folder were sev- 
eral papers, among them his last state- 
ment in his own handwriting. “Humph,” 
Billy thought, “he sure keeps every 
scrap of incriminating evidence—I sup- 
pose that’s exhibit A.” 

“Glad to see you’ve started depreciat- 
ing fixtures—not that they’re any asset 
really, as I told you before, but it shows 
you are not going to fool yourself too 
much with fake profits. Inventory, 
what’s that? Your inventory’s up! and 
I understood it was nearly double what 
it should be. That’s bad, Rogers—very 
bad. How is it you’ve got into such a 
jam?” 

Billy opened his mouth and _ just 
gaped. Then closing his jaws with a 
snap, he gulped and stammered. “That’s 
all right—really. I’ve just got my rub- 
bers and late fall stock—Mr. Parker 
told me I’d have to keep on buying— 
and just work off the old stock—like 
I’m doing.” 

“How much have you reduced it 
since I saw you last?” 

“Well,—it’s like this, Mr. Blunt. I’ve 
just started on it hard. I’ve put up 
an Opportunity Shelf—and I’m running 
a Cinderella Sale next Friday.” 

“I see, you are just going to start 
on it, eh—well, that’s something. Now 
let’s see. Accounts payable, Tch. tch. 
they are up, I see. They were $3,490 
and now they’re $3,778. How’s that?” 

“T told you,” Billy spoke with em- 
phasis, “I’ve just had my late fall stock 
in. The bills only came in yesterday 
for a lot of it.” 

“That may be, but possibly there 
were some bills only just in, included 
jin your last statement,” Blunt took the 
sting out of his words by smiling. Then 
he went on. “Cash in bank is better— 
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WHERE TO BUY 


Women’s Novelties 
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BONDWAY 


PROCESS 
D fe r of remark- 
able lightness, smartness end 
flexibility. 








BOND SHOE COMPANY, (32 Duane St., New York 
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WHERE TO BUY 
Children’s Shoes 
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Approved by Medical Men 


As a fully ventilated 
shoe the Burkley Ven- 
tilated Foot Developer 
is unexcelled. Well 
known surgeons recom- 
mend its use. 
Barkley Shoe Co. ' 
1156 No. Main St. 
Brockton, Mass. 








IDEAL BABY SHOE CO. 


MRS. A. L. DAY 
387 Fourth Avenue 


New York 
323 W. Jackson Blvd. 
Chicago 
1307 Washington 
St. uis 
49 Fourth St. 
San Francisco, Cal. 
Factory, Danvers, Mass. 
Send for Catalog 


Ave. 











WHERE TO BUY 
Shoe Forms 
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TRANSPARENT OR 
SHOE 


WHITE FAIRY 
FORMS 


Light, 
Practically Invisible 


Linings and case num- 


Inexpensive and 


bers easily seen when 
‘ transparent form is in 
shoes. Write 


THE SHOE FORM CO., Auburn, N. Y. 











i i i ili ll 


WHERE TO BUY 


Wooden Sole Shoes 
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WOOD SOLE SHOES 


Heavy Full Oil 
Grain Leather 


HOE CO. 
Manufacturers 
since 1887 








Milwaukee, Wis. 
U.S. A. 











WHERE TO BUY 


Dancing Taps 
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CLOG DANCING TAPS 


Price 20e. Por Pair 
Brooks Shee Mfg. Co. 


Swanson and Ritner 
Sts., Philadelphia 
Los Angeles 
1162 So. HIN St. 








WHERE TO BUY 


Puttees 





RAPID TURNOVER 
UNUSUAL PROFITS 
ona 
Small Investment 
with 
Williams 
Nationally Advertised 
Leather Puttees 
Always IN STOCK. 
Men's and Boys’. 
Various Styles. 


Write for our proposition. 
e Williams 
J 


Mfrs.of Leather Puttees 
PORTSMOUTH OHIO 
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WHERE TO BUY 


Store Fixtures 


6 A re 


PUT pe 
THE BRANNOCK 
SCIENTIFIC- FOOT-MEASURE 
Simple — Accurate — Practical 
Write for FREE TRIAL 
THE BRANNOCK DEVICE 


Syracuse, N. Y. 
eT 


I 
UT 


I] 


YOlt A COPY OF THE 
NEW GOODWIN CATALOG 
of SHOE STORE FIXTURES 
1 STORE INSTALLATIONS 


I (GOODWIN 





Do You Know? 


That you can buy or sell it through 
the to Buy” column. This 
feature in its quick service is a time 
saver in meeting immediate needs. 




















fine.’ 
“Yes, Mr. Blunt, thank you,” but 


Billy’s thoughts were: “Can’t we cheer 
when the mazuma’s in the bank.” 
“Accounts Receivable—they are down 
—that’s good too. Down from $2,165 
to $1,430. But suppose those that are 


| left are pretty poor?” 


“Not so good as the others—those 
I collected,” Billy said wildly, “But 


| those who don’t pay by next Monday— 


that is the real old ones, I’m going to 
give to my lawyers, Wise and Whitman, 
to collect?” 

“How much do they come to?” 

“He would ask that,” Billy thought; 


| then aloud “Just over a thousand dol- 


lars.” 
“Then there are about four hundred 


dollars any good,” Blunt commented. 
There was a silence for a minute or so, 
then Blunt asked. 

“How much do you figure you want?” 

“Two thousand dollars,” Billy had 
the amount clearly in mind. 

“For how long?” 

“How long? I should say six months 
should do it, Mr. Blunt.” To himself 


| he added “I’ll get it all right.” 


Then he saw Blunt shake his head. 
“No, Rogers, can’t do that. But I'll 
let you have fifteen hundred for sixty 
days—that’s the best I can do.” 

“All right, I’ll take that. What’s the 
rate of interest?” 

“Six per cent of course.” 

Billy’s trading instinct made 
ask. “Is that the best I can do?” 


Blunt leaned back and laughed. Then | 
| he asked “Would you care to pay the | 


interest in advance?” 
“If I could save money on it.” 


“Oh, you would. Now suppose I lend | 
| you two thousand at five per cent—and 
| you can have it for twenty years at | 
| that low rate. 


What about it?” 
“Looks like a cinch,” Billy comment- 


ed, but he wondered what Blunt was | 
| driving at. 


“Rogers”—Blunt was enjoying him- 


| self—“in that case sign a note for any 


The interest equals | } 
| or opalescent leathers is expressed, also 


amount you like. 
the whole loan, so you get no cash 


at all, but will pay the face of the note | 
Of course, I’m jok- | 
| like boroso with the pear] crushed back 


in twenty years! 
ing—but you'll find it worth while to 


| look into what it costs to borrow money. | 


Mind you, I believe in a young man 
borrowing money if he can use it to 
make a profit on the deal.” 


the note. 
“What’s the interest on $1,500 at 


6 per cent for two months?” Blunt | Silver ; 
| green moiré will also registe: 


asked abruptly. 

“Me?” Billy was flustered at the 
sudden question. 
sixth of that it—it’s only $15!” 


“Exactly, and while you pay me | 


$15 for two months’ help, the need 
for which was caused by your over- 
buying—you pay Parker $40 for stor- 
age for the same two months. Rather 
expensive; you want to cut out both 
these charges.” 

“Don’t rub it in, please. I know. 
June gave me hell last night about it. 
I’ve learned my lesson.” 

While he was speaking, Blunt had 


| finished making out the note, which he 


pushed over to Billy to sign. 
“June Solvent’s a bright girl—make 
a fine wife for the chap who can make 
enough—real money—to marry on.” 
And Billy left, feeling that banks 
were not so bad after all! 
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that’s a big improvement Rogers, that’s 
? 





A silence | 
followed while Blunt began to make out | 


“It’s $90 a year. A | 


Paris Says “‘Yes”’; 
America Says “Perhaps” 


[CONTINUED FROM PAGE 35] 


Pipings and three bandings of very 
small proportions following the shoe 
line are perhaps the safest for the pump 
styles which flatter the afternoon modes, 
Blends of dressy colors are outstanding 
in kid, also the black mat kid with 
fancy buckles. 

Some colonial effects including the 
cut steel buckles, also the airplane 
buckles which span each side of the 
shoe and clasp the center vamp line 
with carnelian or agate center stones 
are important and are safe stylings for 
this new dress mode. 

Kidskins and patent may be used for 
colonial and cut steel buckle effects, 
while snake boroso, sea kid and fabrics 
are splendid for pumps and ankle 
straps. The importance of the after. 
noon shoe will be very great this com- 
ing summer. 

The more feminine clothing brings 
crépe and satin of all kinds into volume 
wear. Crépe will be tremendous, hence 
the kid afternoon shoe is imvortant, as 
is the crépe moiré and satin bridge 
shown. 


ORMAL dinner wear embraces shoe 
patterns much the same as for tea 


. | or formal evening, the only differences 
him | 


being in the fabrics used. 

Formal evening demands a_ most 
elaborate expression. The dresses have 
a sweep on the floor line, which ex- 
presses the majestic or snake-like sil- 
houette. The uses of gorgeous fabrics 
must not be overlooked. 

The evening picture is of such im- 
portance that again simple patterns, 


| worked out of exquisite fabric-, are 


the note. The briiliant velvet ump, 
soft blues, checkerberry red and some 
orange are new. Preference for lamé 
or metal threaded fabrics, moiré or 
satin dyed in shadow or ombre eifects, 
crépe trimmed with gold and silver kid 


air brush crépes. 
The new pearl kid, which looks much 
and 


in the skin, is as soft as doe skin 
t the 


is to be brought out by Perugia 


| mid-seasons for resort wear in pastels. 


eve- 
black 
lipper, 
| with 
vivid 
‘ spe- 


It is predicted that the all blac! 
ning frock will demand the al! 
moiré satin or crépe evening 
which may or may not be trimm: 
gold and silver kid. However 


cially with black lace and chiffo 


Leather Company Expands 


HAVERHILL, Mass.—The L. H. Hamel 
Leather Co., this week took over the 


first floor of its new addition made to 
its Essex Street tannery. The upper 
portion of the new building will be 
ready for occupancy in 30 da The 
Hamel company has just brought out 
a new product to be known as “Special 
Nu-Process” leather, augmen'ing its 
line of “Nu-Process” leather which It 
originated two years ago. Avrange- 
ments have been made by th Hamel 
company for the installation of new 
modern machinery that will substan- 
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BUY as you SELL 


And Avoid Frozen Capital in End Sizes 


The Recorder Stock and Daily Sales Record Helps 
You Do Just That! 
Insures Accuracy of Buying Judgment 


Black “If a $5 Gold Piece Falls Thru 
Cloth a Crack in the Floor”—is the 
Binder— title of our instruction brochure 
red imitation for keeping stock records :— 

leather back 
<n aditiinin, Supplied with each order for 
oft tanen the Stock Record System. 











STOCK CONTROL FORM 














One hour a day keeps your records 
complete— 
Every sale and purchase recorded— 
pa: : Visible daily turnover and sales re- 
Farm (06 port—with monthly inventory of each 
—a stock number— 


Shoes on hand, on order. due, returns, 


transfers in or out from branch 
stores— 


FOR GROUP OWNED STORES 
pifitirtiaal —the Stock Record System used in 


| 
pei : conjunction with the MASTER 
i: STOCK SHEET and the central office 


MASTER STOCK SHEET 
MONTHLY INVENTORY 





INVENTORY 





RECORDER STOCK RECORD SY 

= Chicago, Tiiinete. 

cn Miark Shoe Company. on 
wee 


et ne al } CONTROL FORM. also a COMPARI- 
csc a ee See eet ns Gd Ga SON FORM for sales of total pairs 
|| jj} jatejst= a? by seasons and years, gives the mer- 
wat | 11 lai ups vom © chant-owner complete stock control 
Sereno with style and sale trend. These 
three forms are illustrated and are 
supplied 
50 Sheets—$3.00 
ners | 10 Sheets—$1.00 
ah ae Doe fae * i (minimum order) 
Sas Each fits the STOCK RECORD loose 


leaf binder. 


a Rp sTOC 
RECOROES Ven TOR 


Buyer's Information 
Intane 


‘ouths’ Shoes be 7 
vemtes I wo 2 or 1802 


GET MORE SHC 





BCOR ne Black Cloth Binder—11'%2”" x 13%” 
peti —100 Daily Sales and Stock Sheets, 
1 Comparison Form, with 4 Inventory 
Pads (or 2 Inventory Pads, 100 
Sheets, and 2 Buying Order Pads, 50 
Sheets) and 1000 Carton tickets with 


clips:— $Q.50 


& 
—— Ts | zom| 
> bE IE | ' f 


—— 
f 
. 


West of Denver, $9.00 
Canada and Foreign, $9.50 


Above, not including 
|| | | | | CARTON TICKETS, $6.00 
ss = West of Denver, $6.50 


(New Revised Fifth Edition) ee oS please 
De Luxe Flexible Binder with gold embossed name 
shield—illustrated above at top—supplied in place iis Minin, Dita 
of Black Cloth Binder at $1.25 extra. 50c. per 100; $1.50 for 500; $2.50 for 1000. 


Clips supplied when quantity ordered _is 500 or more, 
Postage prepaid—check with order, please. 


MERCHANTS SERVICE DEPARTMENT 


Boot and Shoe Recorder 
189 WEST MADISON STREET CHICAGO, ILLINOIS 
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THIS MAY BE 
YOUR OPPORTUNITY 











SALESMEN WANTED SALESMEN WANTED 








The Sam B. Wolf Sons Co., Manufacturers of the famous “American Girl” Arch Support Shoes, announce an 
opening in Michigan for a live-wire salesman who can furnish the best of references. The “American Girl” is the be-t- 
known popular-priced line of welt arch support footwear in the country. We are particular as to our representation, and 
will not engage any man who doesn’t measure up to our high standards. If you are the kind of salesman we require, 
apply to The Sam B. Wolf Sons Co., Cincinnati, with the positive assurance that every application will be treated 
with the strictest confidence. 











WANTED SALESMEN WANTED 


A PRODUCER with established business who works his territory close 2 ; 
to carry our new Spring line exclusively in the following territories: BOYS’ STYLE WELTS, includ- 
Pennsylvania, Iowa-Illinois, Nebraska. Sprirg line now ready. ing sport Elks. In Stock, popu- 


. . i ° F “tory, 
RAMSEY’S, Inc., 347 Rider Ave., New York City cod a z Peg ats 


Spring line now ready. 6% 
commission. May be carried in 


SALESMEN WANTED! connection with approved line of 


To ee an vaeeret - of bin a hot novelty shoes carried in stock all at women’s or children’s shoes in 
one price, styled high and priced low, which can be retailed at $3.00 and up. * * s > ° 
are ane LOUISIANA, Orin, MICHIGAN, WEST VIRGINIA, INDIANA, following territories by auto: 
IOWA, INNESOTA and other desirable territories open. This is big ropo- Tes 
sition on straignc tiberal commission basis. - Nevada, Utah, Colorado, Wyo- 
Montana, North and 


Address—Stylo Shoe Company, 13th and Washington, St. Louis, Missouri. ming, 
South Dakota, Tennessee, Ala- 


ia and Virginia. 
SHOE SALESMEN, to carry a sideline of bama, Georgia and . 
* Spats and rhinesto shoe ornaments for In- i i rmation first let- 
Salesmen Wanted diana, Ohio and several other territories that Give full info at 

Producers, with acquaintance with the trade are open. Give references in your first letter. ter. 
in the following States: a, — gore — and Shoe Recorder, Boot a 

Kentuck est 39t t.. New York, N. Y. Address B-441, care oot an 
West Virginia Shoe Recorder, 239 W. 39th St., 
Michigan New York, N. Y. 


—, WANTED— Salesmen to sell moderate price 
Idaho women's arch support welt shoes in stock, ALESMEN desired, to carry a side 
Wyoming commission basis; widths A-EEE. Address about twenty-five samples of Brook! 
Soe Wor'39n'S Boot and Shoe Recorder, 239 grade ladies’ turn. Strictly commissio: 
Nebraska om treet, New York, N. Y. State territory you travel. Address B-4 
Kansas Boot and ms Recorder, 239 West 39th Stre 
New York, N. Y. 
ent Gn cee ae ALESMAN Wanted for California. To - 
N ne of leather, Fabric e se igh grade stitchdown children’s shoes. : ' . > Territor 
+ gl eg Infants’, child’s and misses’. On_ straight THE. Middle West and Eastern, Ter: 
Samples panne Jan. 1, 1930. Address Ky 4, commission basis. You must furnish your are open for a. first grade Sales 
eare Boot & Shoe Recorder, 115 Ellwanger revious connections. Address 8-433, ‘care carry a line of Ladies’ High Grade 1 
r ° ’ Commission basis. Can be carried with 


& Barry Bidg., Rochester, N. Y oot and Shoe Recorder, 239 W. 39th Street, me ‘ - - 
New York, N. Y. conflicting side line. Address B-437, « 


and Shoe Recorder, 239 West 39th Stré 
York, N, ¥e 















































vd! O e,° D S ALESMEN’S OPPORTUNITY—\ 
ass an rtuni es rtm yenses selling Sullivan’s “Ye Qualit 
Cl ified d ppo tl epa ent shes and a. Attractive _ 
Beautiful shoes. State territory and ¢ 
RATES AND OTHER INFORMATION erences. Correspondence confidential. 
van Baby Shoe Mfg. Co., 14 Edmonds 
Copy must be received at the Boot and Shoe Recorder, 239° West 39th Rochester, New York. 
St., New York, N. Y., on Monday of the week of publication in order = 
that advertisements be published same week. Otherwise insertion tes " : © Tatectd 1 
will be put over to the following week’s issue. AILESMAN for line of Infants’ t 
high grade turn- shoes, traveling 


POSITIONS WANTED When advertisers desire answers to the Southern and Western parts of 
4c per word. Minimum Charge 75c. come in our care twelve words must Biron & Force, 205 Cuthbert Street, 
LINES WANTED be allowed for address. When adver- phia. 
4c per word. Minimum Charge 75c. tisers desire replies forwarded direct 
to their address each word of their ALESMAN—To carry our line 
Te pag oo f Minimum Ch $i28 | address must be counted in the adver- down shoes and oxfords to the 
tiny — tisement and paid for accordingly. buyers in the State of Texas. Lars 
ALL DISPLAY SPACE Payment in advance is required, ex- lished following, on a commission ba: 
Five do per inch. Allow 45 cept when regular advertisers, as vance inst orders. Reply with f 
advances aga ply 
werds to an inch amounts are too small to open accounts. ticulars as to experience and refere: 
Fein & Glass, Inc., Reading, Pa. 
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XPERIENCED Shoe Salesman with estab- 

lished trade for general .line for retail 
trade for New Jersey, Connecticut and Long 
Island State reference in_ first letter. Ad- 
dress B-448, care Boot and Shoe Recorder, 239 
West 39th Street, New York, N. Y. 


FOR LEASE 








N exceptional leasing opportunity. A high 

rade men’s clothing concern, which has 

20 ‘Sonmsion, wishes to lease its shoe depart- 

ment to responsible parties. An exceptional 

chance to secure an established business. Ad- 

dress B-449, care Boot and Shoe Recorder, 
239 West 39th Street, New York, N. Y. 








HELP WANTED 


HELP WANTED 


BUSINESS OPPORTUNITY 





HOROUGH shoe salesman and very good 

business man wishes to invest $5,000.00 
with shoe jobber or manufacturer. Would 
be an asset to such business. Address B-447, 
care Boot and Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 








LINE WANTED 

















is necessary. 


considered strictly confidential. 


RUBBER FOOTWEAR BUYER—WANTED 
MONTGOMERY WARD & CO. 


Montgomery Ward & Company require the services of a thoroughly ex- 
perienced Buyer of Rubber Footwear. I 
will be the selecting and buying of merchandise for our Catalogue and Retail 
Stores located throughout the United States. Past experience along such lines 
Such a man must be a good executive, a shrewd buyer, thor- 
oughly familiar with sources of supply, manufacturing processes, ability to 
anticipate style trends, and whose record will bear careful investigation as to 
honesty, sobriety and general character. ; 

Apply in writing only, giving complete record of every position held for the 
past ten years, together with description of present position, salary, age and 
adequate references from present and former employers. 


The principal duties of this position 


Address: R. R. Moorman, Montgomery Ward & Co., 
354 Fourth Ave., New York City. 


All replies will be 




















POSITION WANTED 





POSITION WANTED 











with leather, 


Man of 40 who knows every detail of the shoe manu- 
facturing business wants to locate as manager or as- 
sistant to the head of large organization. 
systematizing, 
throughout. Clean record and wide experience espe- 
cially on women’s and children’s shoes. Now employed. 


Address B-421, care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 


Familiar 
costs and operating 











Credit Man Available 
Dec. 1 


Long, thorough and broad experi- 
ence with two of the best known 
makers of men’s shoes. A result 
getter and at the same time a 
holder of customer good will. Now 
engaged in liquidation proceedings 
which will be completed about the 
first of the coming year, but if 
necessary can secure earlier re- 
lease from present connections. 
References of most convincing type 
as to character and ability from 
former employers. 

Address B-435, care Boot and Shoe 
Recorder, 80 Federal St., Boston, Mass. 





HOE . BUYER—Progressive, capable shoe 

buyer and merchandiser thoroughly versed 
modern retailing methods—past several years 
handling large volume medium to better grades 
in one of the largest Eastern department stores. 
Excellent references. Address 445, care Boot 
and Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 





HOROUGHLY experienced man_ desires 

position as buyer and manager of children’s 
shoes. References as to ability. Address 
B-442, care Boot and Shoe Recorder, 239 West 
39th Street, New York, N. Y. 














WANTED TO PURCHASE 








N EXECUTIVE who is a practical shoe 

maker connected with Brooklyn shoe mak- 
ing for 20 years as Superintendent Foreman 
and Turn Sewer on Goodyear Machine. If 
your quality is sagging I can put it back on 
par. pen for position Nov. Ist; good refer- 
ences; will go anywhere. Address B-440, care 
Boot and Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 








BUSINESS OPPORTUNITY 








WANTED TO BUY A SHOE 
STORE IN NEW ENGLAND 
Must be an established business.. The 
older the better—-where owner wishes to 
retire. Not particular about size of town 
or city or size of stock. Cash considera- 
tion—but price must be right. Replies 

Strictly confidential. 
Address B-444, care Boot and 
Shoe Recorder, 239 W. 39th St., 
New York, N. ¥ 








Business Opportunity 


A real opportunity for experienced shoe man 
to buy a high grade exclusive shoe store, 
located in a Michigan town, where General 
Motors are launching new projects. About 
$5000.00 cash or securities need. A 
68429, care Boot & Shoe Recorder, 

39th Street, New York, N. Y. 








PROGRESSIVE line of Women’s or Chil- 
dren’s shoes for New York City and vicinity 
by young man. Past six years on this terri- 
tory. Address B-446, care Boot and Shoe Re- 
corder, 239 West 39th Street, New York, 
me es 





OMEN’S and Misses’ Sport Oxfords as 

side line for Georgia and Florida. Per- 
sonal references furnished. Advise what you 
have and __ particulars. Address Salesman, 
Americus, Georgia. 


FOR SALE 





NLY shoe store in industrial suburban town 

32 miles from N. Y. C. Will sell for in- 
ventory, between $3500 and $4000. Rent $150 
month with apartment. Real opportunity, 
established 5 years. Address B-439, care Boot 
and Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 





OR SALE—Shoe store in prosperous New 
Jersey town; good reason for selling; six 
thousand cash; twenty miles from New York 
City. Address B-438, care Boot and Shoe Re- 
corder, 239 W. 39th Street, New York, N. Y. 


FOR SALE—Champion curved needle stitcher, 
Progressive 10 foot finisher, Wagner one- 
horse motor, Progressive sole cutter, skiver, 
stand and lasts, also Singer Patching Machine. 
Hi. A. Shelly, Thornville, Ohio 








FOR RENT 


S PACE FOR RENT—Leading department 
store in a city of 32,000 to 35,000 in Wis- 
consin wishes to lease a space for a general 
line of shoes. Will consider only a person of 
good reputation and sufficient capital to operate 
this department. Will lease same on percent- 
age basis. Parties interested write in. Ad- 
dress B-443, care Boot and Shoe Recorder, 239 
West 39th Street, New York, N. Y. 








ANTED TO PURCHASE 








If you contemplate selling your 

entire or surplus stock com- 

municate with us. Prompt at- 

tention given. 

KIRSCH-BLACHER CO., INC. 

624 Broadway New York 
Phone Spring 14438 








Quick Cash Buyers 


Retail Shoe Stores—Stocks or Odds saé 
Ends. Unexpired leases taken over 
Phone or write. 


POSTER @ DEUTSCH 
436 Grand &St. New York Oity 
Dry Dock 0362 








TO BE SURE Y RECEIVE 


HIGHEST PRICES 


for your retail odde and ends, entire 
or surplus stocks, ask us for our bid. 
(Estab. 40 years.) Cash transactions. 
Export Surplus Purchase Co., Inc. 
596 Broadway, New York, N. Y. 
Telephones Canal 6874 and Canal 0656 
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MERCHANTS’ NEEDS BUSINESS OPPORTUNITY 











YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction; readily learned by any- 
one at home in a few weeks. Easy terms 


for training; openings everywhere with | 
all the trade you can attend to. No capi- LAB E LS 
tal required or goods to buy; no agency or 


soliciting. Address Stephenson Labora- 
SHOE CARTONS 


tory, 21 Back Bay, Boston, Mass. 
EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REIQUEST 


ESTABLISHEO 








MERCHANTS’ NEEDS 





2e3- an LEXINGTON AVE , BROOKLYN, NY 
AMERICA'S CREATEST 


$39.50 | SHOE CARTON & LABEL MICS 
For Complete Set = SSS 
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18”, 2 tables 13" 
and 12 shee stands 7 

18 and 24, assorted. y Bradford 


Solid American Walnut. = ( , ILLIN( 
eighted Bases — Metal shoes, et 
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splendid “Close Outs’? at most 142 WEST 38th ST. CHICAGO Cc A. OC 
interesting prices. Fred Gilt 

KANSA 


Co., shoes 
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Grand 
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yer. LOUIS so. 


POMPOMS AND ORNAMENTS FOR Through an error in our Oct. 26 ad 
SOFT SOLE SLIPPERS Polly Clip prices were quoted at $2.95 


The oe S Re sight grics. per Gross and $1.60 per Half Gross, 
HY-GRADE SLIPPER ; UPPLY ©0. whereas they should have been $5.00 per 
693 Broadway New York City Gross and $2.75 per Half Gross. 
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Business 


CALIFORNIA — Los Angeles — Central Dry 
Goods Stores, shoes, etc.; inc. authorized capi- 
tal $10,000. 

La Merr, Ltd., 
capital *75,000. 

DISTRICT OF COLUMBIA — Washington — 
M. Garfinkle (1231 H St., N. E.), boots and 
shoes; reported has left last known address 
and present whereabouts unknown (October 
28). 

GEORGIA—Gainesville—Paul Holland, shoes, 
ete.; recently commenced business at 29 South 
Bradford St. 

ILLINOIS—Chicago—I. Joseph & Sons, Inc., 
shoes, etc.; reported to have acquired business 
of Weil Shoe Co., Inc., of Youngstown, Ohio 
(also branches). 

Koehne Bros. (711 Willow St.), shoes and 
repairing ; reported sold to Frank Focht. 

North (hicago—Block’s Bargain Store, shoes, 
etc.; recently commenced business at 1805 
Sheridan Road. 

Rockford — Ollman Specialty Shoppe (Mrs. 
c. A. Ollman, Prop.), shoes, etc.; sold to 
Fred Gilmore. 
KANSAS — Fort Scott — Greenfield Clothing 
Co,, shoes, ete.; reported discontinued business. 
KENTUCKY — Newport (also Covington) — 
William Madden (806 Monmouth St.), boots and 
shoes; reported sold to Schiff Co. of Columbus, 
Ohio. 

LOUISIANA — Bogalusa — Gus Levin, 
ete.; removed to New Orleans. 
MASSACHUSETTS—Lynn—Lynn Stitchdown 
Shoe Co., shoe manufacturers; name changed to 
Troy Shoe Co. 

MICHIG AN—Detroit—Baetz Shoe Store, boots 
and shoes; inc. authorized capital $20,000. 
Grand Rapids—Michigan Shoes, boots 
shoes; inc. authorized capital $10,000. 


shoes, etc.; inc. authorized 


shoes, 


and 


Changes 


NEW HAMPSHIRE—Manchester—Park Shoe 
Co., Inc., shoe manufacturers; Chas. Winer, 
treasurer, retired. 

NEW JERSEY—Newark—Enlow Shoe Co. (24 
Branford Place), shoes; inc. authorized capital 
$125,000. 

Ridgewood — Jacobus Boot Shop, 
shoes; inc. authorized capital $10,000. 

Union City—Junior Vogue Shoe Stores, shoes; 
recently incorporated. 

Vineland—Peerless Shoe Corporation, shoe 
manufacturers; inc. authorized capital $25,000. 

NEW YORK —Bay Shore — Jacob Jacobson 
(Outlet Shoe Store), boots and shoes; reported 
sold or closed out business. 

Brooklyn — Goldstein & Bernstein (Modern 
Family Shoe Store) (284 Columbia St.), boots 
and shoes; reported dissolving partnership— 
Samuel &. Goldstein succeeding. 

Joseph Kaplan (1710 Avenue M), 
shoes; sold to Joseph Schindler. 

New York City—Al’s Bootery, Inc. (690 Sixth 
Ave.) (old number 3856 Sixth Ave.), women’s 
boots and shoes; sold or closed out business. 

Higby’s Dr. Kohler Shoe Stores, 
shoes; recently incorporated. 

Watertown—Watertown Shoe Co., Inc., boots 
and shoes; inc. authorized capital $20,000. 

OHIO — Portsmouth — William White, 
etc.; recently incorporated. 

Youngstown—Weil Shoe Co., Inc., boots and 
shoes; reported succeeded by I. Joseph & Sons, 
Inc. of Chicago, IIl. 

OKLAHOMA—Ardmore—Whiteman & Simp- 
son Co., Inc., shoes, etc.; reported succeeded 
by Saul’s Stores, Inc., of Wichita Falls, Texas. 

PENNSYLVANIA—Donora—Samuel C. Mos- 
kal, boots and shoes; reported selling or sold 
out. 


boots and 


boots and 


boots and 


shoes, 


Failures, Embarrassments, Etc. 


CALIFORNIA — Merced — R. G. Biederman, 
shoes, etc.; reported petition in bankruptcy 


CONNECTICUT—Hartford—Morris Sheintop 
(Keney Tower Shoe Co.), boots and shoes; re- 
ported offering to compromise at 15 per cent. 


ILLINOIS—Chicago—E & K Shoe Store (730 
Maxwell St.), boots and shoes; reported offering 
to compromise at 30 per cent. 


INDIAN A—Whiting—Louis Baumwohl, shoes, 
etc.; reported petition in bankruptcy. 


MASSACHUSETTS—Ayer—Robert J. Steven- 
son (Stevenson’s Men’s Shop), shoes, etc.; re- 
ported assigned. 

North Adams—William E. Lamb Co., Inc., 
boots and shoes; reported assigned. 

Stonecham—J. J. Grover’s Sons Co., shoe man- 
ufacturers ; assigned to W. Sidney Felton, Alton 
W. Ridley, Richard Feakes. 


NEW JERSEY—Passaic—Louis J. Adelman 


(Peacock Bootery) (43 Lexington Ave.), boots 
and shoes; reported petition in bankruptcy. 


NEW YORK—Brooklyn—Galanter Shoe Co., 
Ine, (159 Varet St.), shoe manufacturers: re- 
Ported called meeting of creditors for Oct. 25. 


Lorimer Shoe Corp. (255 Classon Ave.), shoe 
manufacturers; reported assigned. 

Herman J. Tasch (7413 13th Ave.), 
etc.; reported assigned. 

New York City—Samuel Flamenbaum, Jr. (750 
E. 180th St.), boots and shoes; called meeting of 
creditors for Oct. 31. 

H. Grossman and Son, boots and shoes; called 
meeting of creditors for Oct. 28. 

Harry Teitel (702 E. Tremont Ave.), 
and shoes; called meeting of creditors 
Nov. 1. 

Rochester — Rosenberg Bros. (128 W. Main 
St.), shoes, etc. ; reported petition in bankruptcy. 

Syracuse—S. J. Keedwell (S. State St.), boots 
and shoes; reported offering to compromise at 
50 per cent. 

Utica—Frank Carchedi (230 James St.), boots 
and shoes; reported petition in bankruptcy. 

PENNSYLVANIA—Philadelphia—Jacob Cohen 
(Union Shoe Co.) (31 N. Fourth St.) (4924 N. 
5th St.), wholesale and retail boots and shoes; 
reported petition in bankruptcy. 

Meyer Levin (O. K. Shoe Store) (2220 Almond 
St.), boots and shoes; reported offering to com- 
promise at 61 per cent. 


shoes, 


boots 
for 


New Shoe Dealers 


Mount Holly, N. C.—J. D. Hobbs Co. 
Harrisburg, Pa.—Mack’s, Inc. 


New York, N. Y¥.— 
zz Y.—Thrift Shoe Shop, 1590 
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New York, N. Y.—National Shoe Co., 4689 
86th St. 


New York, N. Y.—Forstyle Shoe Store, Inc. 
New York, N. Y¥.—Correct Footwear, Inc. 
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Latest Reports of New Stores, 
Failures, Embarrassments and 
Bankruptcy Proceedings 


Haverhill, Mass.—-Melba Shoe Co. 
Hartford, Mich.—Olds Brothers. 


Chicago, Ill—Thom McAn Shoe 
Broadway. 


Tulsa, Okla.—Holmes 
Main St. (adds shoes). 


New York, N. Y.—Valentine Shoe Repairing 
& Hat Cleaning Co. 


Santa Ana, Cal.—Bloom’s 
Main St. 


Red River, 8. C.—V. L. Rice. 

Monticello, Ky.—-T. M. Taylor. 

Boston, Mass.—Kelleher Consolidated Shoe Co. 
Newburyport, Mass.—Howe & Thurlow, Inc. 
Brockton, Mass.—Craig-Reed Shoe Co. 
Brown-vood, Ga.—E. C. Webb. 


Lawler, lowa—McAloon & Ruggles, 
Bldg. 
Knobnoster, Mo.—Ear! J. Haas. 
Raton, N. M.—Price Shoe & Clothing Co. 
St. George, Utah—Job Hall. 
Clarksburg, W. Va.—W. L. 
Eldorado, lowa—-Wall & Barker. 
Box Elder, 8S. D.—T. F. LaFollette. 
Ozona, Tex.—L. B. Adams. 
Rutherfordton, N. C.--H. Grady Freeman, 
Henderson, Ky.—-Leo Wiener, 223 First St. 
Coleman, Tex.—Perry Bros. 
Atlanta, Ill.—Harry B. Kaminsky. 
Watts, Cal.—The Hub, 1813 E. 103rd St. 
Redford, Ohio—-Samet Brothers. 
Rockford, Wash.—John Goebel. 
. Philadelphia, Pa.—Benjamin Brown, 6029 Vine 
3. 


Co., 4629 


Clothes Shop, 305 S. 


Bootery, 406 N. 


Woodruff 


Morrison Co. 


Wheeling, W. Va. 
Co., 1810 Market St. 

New York, N. Y. 
E. 75th St. 

New York, N. Y. 
50th St. 

Hubbard, Ohio—Nador’s. 


Muskegon, Mich. 
Ave. near First. 


El Campo, Tex.—-Butler-Grimes Co. 

Jenks, Okla.—S. W. Scales & Co. 

Chicago, Ill.—Cutler’s, 6408 S. Halsted. 

Los Angeles, Cal.—Datan 
S. Santee St. 

Cleveland, Ohio—Kanler Shoe Co., 1900 Euclid 
Ave. (soon). 

Chicago, I1l.—Ground Gripper Shoe Co., 
Lawrence Ave. 

Central City, Ky.—G. T. McGehee, J. C. Hill 
Bldg. 


Wm. Whote Shoe Stores 


Paris Style Shoe Co., 181 


Ramon’'s Booterie, 37 W. 


Andree Bros., Ruddiman 


Shoe Co., Inc., 117 


1026 


Iowa Falls, lowa—J. J. Newberry Co. 


Stratford, Ont., Can. — Metropolitan 
Store, Inc. 


(soon). 


Chain 


Eloy, Ariz.—Smith & Co. 

Carmichael, Cal.—Mary N. Nelson. 
Lanare, Cal.—A. D. McKean. 

Lemon Cove, Cal.—Simon Tyson. 
Portland, Ore.—Central Outlet Stores, 
Mineral, Wash.—L. F. Phelps. 
Roosevelt, Wash.—W. K. Reader. 


Detroit, Mich.—Baetz Shoe Store, 7921 Vernor 
Highway, West. 


Raymond, Wash.—Jack Connors, Duryea St. 


Seattle, Wash.—N. G. Tenzi, 7315 Greenwood 
Ave. 


Payette, Idaho—A. T. McKibbon. 
Seattle, Wash.—Serve-U-Well Shoe Store. 


Tacoma, Wash.—Ever-Ready Shoe Stores, Inc., 
1301 Pacific Ave. 


Kenrick, Idaho—L. J. & R. H. Pearson. 
Clarkston, Wash.—C. A. Beck. 
Weiser, Idaho—Holly Shoe Repair Shop. 


Inc. 





Or 


— 
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the right profit. This is the great 
problem of the retail shoe merchants. 
The chief purpose of Tue Boot anp 
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ext Week 


you will find 
in the 


Boot and Shoe 
‘Recorder 


HE ensemble idea is right as rai- 

ment goes, but why stop there? If 
drug stores succeed with such selling 
ideas as “When you sell the customer a 
tooth brush sell him the paste as well,” 
can a shoe store be far behind when it 
sells forty-three extra items in line with 
a pair of shoes. We believe that shoe 
stores have not begun to sell what is 
saleable in shoe stores. The November 
16th issue clicks the extra dollars in 
line with shoes. Not only do we 
specify the goods, but we tell how 
many to buy, what profit to figure and 
what methods to use to get the spend- 
able money of mankind. If you manu- 
facture any items, accessory to shoes, 
this is the issue to coordinate your ef- 
fort with ours, to make merchants and 
public foot-extra and findings con- 
scious. 


AAA 


T’S the psychological time of year to 

sell more pairs of evening shoes for 
opera, dance and the various formal 
functions that cluster round Thanks- 
giving and Christmas. This week we 
touch upon this seasonable merchan- 
dising opportunity from the angle of 
the men’s shoe game. Next week 
evening shoes for women will be 
stressed. Another opportunity for alert 
shoe stores to step up sales and profits 
between now and New Year’s Day. 


AAA 








INVISIBLE MIDDLESOLE 


This modern achievement in bottom filling vulcanizes the outersole to the 
innersole been 


One pliant unit that will neither crawl, bunch nor squeak .. . A firm, even 


tread that is damp-proof in wet weather. 


INVISIBLE MIDDLESOLE combines these outstanding, saleable advan- 
tages together with MAXIMUM FLEXIBILITY. 





Invisible Middlesole spreads like butter 





BECKWITH MANUFACTURING CO. 


Manufacturers of Vuleo Products 


Statler Building Boston 
TT | ie: A ARRLAT ANAT INSITE 
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